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Shoe Shame Causes Loss of Sox Appeal, Says Adler 


HE scene is laid on Broadway, 
the principal character, Jesse 
Adler, playing before a crowded 
house. In the audience were men 
and women from every branch of 
the shoe industry, who had come far 
distances to see the opening per- 
formance of Springtime. 

As is natural in all Broadway pro- 
ductions, the girls opened the show. 
Such star performers as Helena 
Velka, Pauline Desha, Margaret 
Hayden Rorke and Madame Hamil- 
ton Jeffries, made the first act on 
feminine fashions such a success 
that it looked as though the male 
actors would have a hard time to 
hold the house. 

The peerless Jesse Adler took the 
stage. He rocked the house. There 
never was a paper read that was 
more joyously received. We don’t 
know whether the title was “Shoe 
Shame Causes Loss of Sox Appeal” 
or “Sex Appeal.” Both are applica- 
ble. Mr. Adler is 
president of the Ad- 
ler Shoe Stores of 
New York, number- 
ing nineteen, with 
more coming. He is 
vice-president of the 
National Shoe Re- 
tailers’ Association 
and chairman of the 
Men’s Styles Com- 
mittee. Here is 
what he said in full: 

“However well 
dressed a man may 
be, if he is not cor- 


The greatest sport shoe year for men is just ahead. befoi 
the National Shoe Styles Conference in New York indicates possibilities 
for black and white, brown and white, and diversity of leathers and colors as the 


rectly shod he suffers mentally from 
Shoe-Shame. Today far too many 
men are suffering from this form of 
mental anguish. For Shoe-Shame lies 
in not being correctly shod for each 
and every occasion, and in not wear- 
ing spic and span, smart looking 
shoes at all times. How can a man 
appear or feel well dressed when he 
wears the same _ sweat-saturated, 
germ-infested shoes day in and day 
out without change? In suffering 
from Shoe-Shame men lose the vital 
quality of walking with the lively, 
snappy step of youth. They suffer 
from both foot and mental discom- 
fort. No man can keep his mind off 
his feet when they are poorly shod, 
nor put his best foot forward. 
“Through being poorly shod a man 
makes no impression whatsoever; he 
feels this Shoe-Shame which de- 
tracts to such an extent from his 
general appearance that it causes a 
total loss of sox appeal. The man 
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This display before 


who is down at the heels is down at 
the mouth and distinctly lacks ‘IT.’ 
The lack of ‘IT’ is a mighty sad 
lack, for with ‘IT’ he is helped to 
success, for the impression he makes 
counts big. 

“The man who does not suffer 
from Shoe-Shame walks upright and 
holds his head high—ask any woman 
the difference, she knows. 

“It is not the costliness of one’s 
shoes, it is their appropriateness to 
time, place and circumstance from 
the style viewpoint and daily chang- 
ing from comfort and_ sanitary 
standpoints that dispels Shoe-Shame. 
Man shows his natural vanity in so 
much of his apparel, why not in 
shoes? 

“As of yore, so should it always 
be; the male of the species puts on 
the ‘dog.’ Putting on the ‘dog’ is 
always the prerogative of the male. 
Take it in the bird kingdom—the 
‘cock of the walk’ with his gorgeous- 
hued and_luxuri- 
ous plumage out- 
strips the little ‘hen- 
bird’ with her more 


drab and _ limited 
dress of feathers. 
“In the darkest 
jungle lands we read 
that the primitive 
man, painted and 


plumed, went strut- 
ting and preening 
before the gentler 
sex of his tribe just 
gorgeous- 
colored male bird. 
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“We need to define classes of shoes— 

ng men’s shoes and men’s shoes—with 
types of lasts befitting both, not only as 
to last but to leathers and styles, from a 
pattern angle, as the styles report covers 
generalities rather than definite types.”— 
Paul McBride, before the Shoe Styles 

Conference 








“In ancient civilizations the male 
was always the one who dressed in 
gayer moods. Cesar, we are told, 
wore gaudy tunics and gay sandals; 
he was Cesar the Dandy as well as 
Cesar the Conqueror who dawdled 
with the fair Egyptian. Why, back 
in the home town of Cesar there 
once existed a certain office filled 
with dignity and seriousness by an 
Arbiter of Fashion who guided the 
Roman bucks on ‘What the well- 
dressed (Ro)man is wearing.’ Ro- 
man sandals were the outstanding 
style. 

“Approaching a little nearer to 
our own time there was Beau Brum- 
mel, who was the dress pattern of 
his day. And there was Lord Ches- 
terfield, who set modes and manners 
of elegance. 


66 ANITY and style-consciousness 
always were and still remain 
instinctive with the male. That state- 
ment holds good from the fabled time 
of Adam and Eve until today. Yet, 
despite this instinctive and inherent 
quality of vanity in man, the woman 
of the present day shows far more 
of vanity in her dress than does man. 
This vanity is among those male 
privileges which woman has grad- 
ually stolen away from man, and it 
is up to us men to take back what 
rightfully belongs to us. 
“Nevertheless, vanity and style 


exist in the consciousness of man— 


all it needs is reawakening. True, 
modern man will not be a dandy nor 
a fop, but, be he stage or screen star, 
clubman or drugstore cowboy, busi- 
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ness man, prince or mayor, as the 
male of the species he will always 
be more vain-glorious than the fe- 
male. It is up to us shoe-men to 
teach the men public to free itself 
from Shoe-Shame.” 

The final act was by Ernest A. 
Burrill, who had the heavy part. His 
duty it was to show what progress 
had been made in raising the four 
million dollars with which masculine 
shoe consciousness is to be aroused 
to double the pairage of men’s shoes. 
He said in part: 


66 HE three big factors in the 
men’s shoe situation of course 
are the retailers, the manufacturers 
and wholesalers, and the consumer. 
What is the consumer situation? He 
buys no article from which he gets 
so much service and for which he 
pays so little. We sense that. The 
average man is spending less than 
five cents per day on his footwear. 
What does he do with that five cents’ 
worth? He in an ordinary five-mile 
day pounds 190 tons into his shoes— 
190 tons of flesh and bone troubles. 
“Think of the man who buys four 
hats, twelve ties, six shirts, two 
suits, twelve pairs of socks and one 
pair of shoes. What is wrong with 
that picture? 

“I talked with a man in Norfolk, 
Va., who had a pair of shoes that 
cost him fifteen dollars, and he said, 
‘They cost me too much.’ I asked 
him how long he had had them, and- 
he said three years. It was exactly 
one and a half cents per day that he 
paid for his shoes. I-asked him to 
tell me what a good pair of shoes 
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There is an opportunity next season for The 
the sale of white shoes trimmed with black, pay 
to be worn with men’s suits that have a ‘p’ 
blue or a black foundation, and there is 
a place for white shoes trimmed with tan sho 
to go with suitings that blend in the brown doll 
family; so plan to sell a black and tan con 
sport type at the one time con 
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was worth to him in comfort and 
service. I said, ‘Is a quarter a day 
too much?’ He said he didn’t think 
so. I said, ‘You have had $275 
worth of service from these shoes 
for which you paid $15. So that you he 
owe either the manufacturer or the latio 
retailer who sold you those shoes bit 1 
one-half of $260 for the extra service are | 
you got over the price you paid.’ sand 


“Not alone from the standpoint of year. 
style or the standpoint of volume comn 
will this campaign be a success. The 
two elements, in my opinion, which 
are just as strong are the elements 
of health and hygiene and the ele- 
ments of merchandising. 

66 E shall hear something about 

the expression of halitosis of 
the feet. That is an expression we 
can well remember because germs de- 
velop in three atmospheres: Warmth, 
darkness and moisture. We _ have 
only to look at this epidemic of 
trench mouth which has gone over 
the country (I know it because I 
have experienced it) which is hard 
to kill because those three conditions 
existed: warmth, darkness and 
moisture. I say those three condi- 
tions exist in every pair of shoes in 
the room. I don’t want to bring the 
frightening atmosphere in but I do ‘ 
it to emphasize the hygienic situa- Pa J 


tion, to make the shoes more com- happe 


fortable, serviceable, and to make nomic 
the man more healthy. is wis 
“T am not going to give you sia- a 


tistical information. I want to say 
there are three groups of buyers in 
this country: the A, B, and C groups. 
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The ‘A’ consumer is the man who 
pays ten dollars for his shoes. The 
‘B’ man pays seven dollars for his 
shoes. The ‘C’ man or boy pays five 
dollars. They add to the per capita 
consumption of 2.1 pairs per.man as 
contrasted to 2.8 per man in 1909. 


“ OW if we can in any way join 

our forces and get this poten- 
tial energy assembled here in such a 
way that we can restore that distri- 
bution from a basis of two pairs 
a man to three pairs a man, the re- 
sults are going to be tremendous. 
How is it going to be done? The 
big element is cooperation. We all 
know perfectly well that the retailer 
has been guilty of dividing his energy 
between his two departments, men 
and women. It has brought about a 
neglect in the men’s department not 
only of the personnel which governs 
the department, not only the design- 
ing which is beginning to come to 
life more and more each year, but 
in the very advertising itself. Of 
the retail store, the average store 
probably spends less than two per 
cent on its publicity, and I will ven- 
ture to say that two per cent hasn’t 
been divided in equal ratio between 
men’s and women’s shoes. 

“In a city of fifty thousand popu- 
lation, to visualize this thing a little 
bit more definitely to a unit, there 
are approximately forty-eight thou- 
sand pairs of men’s shoes sold per 
year. It means distribution in any 
community and its trading area is 


“The very worst evil that we can have 
ts showing colors too early, because what 
happened last year was very bad and eco- 
nomically unsound. The merchant, if he 
ts wise, will, after the Palm Beach season 
ts through, put away his tropical types 
when the deep winter months set in and 
then start off again in April, May and June 
with colors.”—John C. McKeon, before the 
Shoe Styles Conference 


approximately one pair per year per 
capita, or 2.1 pairs of the male popu- 
lation. 

“If this campaign develops to the 
degree that we are conservatively 
talking about (and I say conserva- 
tively because I have been a credit 
man) it isn’t a problem of doubling 
the business, although all indica- 
tions are in that direction. A twenty 
per cent increase, if accomplished in 
the third and fourth year of this 
movement, will produce enough 
profit and satisfaction and happiness 
to everyone who joins in it to be 
more than worth twice the effort that 
we are asking to be put into it. 


6¢T(OUR pairs per year at eight dol- 

lars a pair is only thirty-two 
dollars out of an average income of 
three thousand dollars, or less than 
ten cents a day for good shoes or less 
than one per cent of the three thou- 
sand dollar income. Any man who 
in a hotel will order two bottles of 
ginger ale at eighty cents and then 
give the waiter a tip of twenty cents 
has no quarrel with the shoe man 
who gives him shoe service at less 
than ten cents a day. 

“There is another and deeper ele- 
ment, the merchandising element. 
In this movement, we all know what 
has come from the importance of 
this style forecast cooperative gath- 
ering and I think the results shown 
here today can be developed just as 
intensely and effectively in this 
movement to reestablish men’s shoes 
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to the point where they belong. The 
better margin of mark-up is in the 
air. The five per cent of elusive de- 
preciation which creeps into your 
mark-up; that has to be merchan- 
dised over the shoes which do so. 
There has to be more concentrated 
buying, fewer lines and more sizes, 
improved turnover, and yet not to 
the point where it will destroy the 
efficiency of adequate stocks. 


66 HE first year of this movement 
isn’t to be a year of selling 
shoes, new shoes, to the retailer or to 
the consumer so much as it is to be a 
house-cleaning of the shoe stocks of 
this country. There is many a re- 
tailer who has a hundred pairs of 
shoes on his shelves which have been 
there a year or two which may be 
converted into half of the cost. 
When it is invested in new shoes, the 
old loss taken will be earned back. 
The house-cleaning merchandising 
process must be gone through with. 
“There will be an awakening of 
the sales force, the individual man 
on the firing line, to his responsi- 
bility in sales creation, not simply 
giving three cheers for the one style 
shoe, or the one pair of shoes. How 
many men in the store think of the 
second, third or fourth pair? How 
many of them fail to visualize and 
feel that that man has a lot of other 
potential purchases than the one in 
hand?” 


For early spring there will be a demand 
for oxfords in lighter construction in 
smooth leathers, while for summer wear 
the extremely light-weight oxfords will be 
more popular than ever. With such indi- 
cation as a return of starched collars show- 
ing the way to dressier apparel for men, 
dressier types of shoes will be a natural 
accompaniment 
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[In order that shoe manufacturers 
and retail shoe merchants through- 
out the country may become better 
acquainted with the value of full 
grain calfskin containing fat-wrin- 
kle characteristics, the recently or- 
ganized Division of Merchandising 
Service of Calfskin Tanners—spon- 
sored by the Calfskin Tanners’ Di- 
vision of the Tanners’ Council—~has 
prepared the following treatise 
which is to be published in booklet 
form for distribution throughout 
the trade. Decision to publish the 
brochure was reached Oct. 27 at a 
mecting of the Calfskin group held 
at White Sulphur Springs in con- 
junction with the annual convention 
of the Tanners’ Council. It was pre- 
sented by Merchandising Counsel 
Byron G. Moon, and approved after 
careful discussion and with minor 
changes.—EDIToR’s NOTE. | 


* * x 


HE shoe merchant of today 
finds that to create a better 
appreciation of fine shoes and 
thus increase volume on superior 
merchandise, he needs a good deal of 
technical knowledge about raw skins, 
tanning of leather, etc. His cus- 
tomer, being unfamiliar with leather, 
depends almost entirely upon the 
merchant’s judgment as to. the 
quality of the shoes he selects. Ris- 
ing to this situation, progressive 
merchants are inquiring into the 
whys and wherefores of various 
qualities and finishes of shoe leathers 
and are especially interested in 
learning more about full grain calf- 
skin—the inevitable choice of the 
discriminating customer. 

In answer to this desire for a 
better understanding of their prod- 
uct and in the belief that broader 
knowledge will develop a more accu- 
rate sense of values and lead to in- 
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What Is the Finest ~~ 
Calf Leather? 


Signs by Which You May Recognize 
Best Grades—Truthful 
Claims to Be Made to 


Your Customers 










creased sales of fine shoes, the 
Calfskin Tanners of America pre- 
sent this brochure to the American 
retailer. 


The Truth About Calfskin 


During the past ten years, Ameri- 
can tanners have made tremendous 
strides in the development of a very 
fine grade of calfskin—in point of 
quality, appearance and _ service. 
This is due first of all to the fact 
that American tanners scour the 
markets of the world to obtain su- 
perior raw skins, which are the first 
requisite of good shoe leather. 

In the tanning process itself, skill 
and efficiency have been developed to 
a very high degree. Vast sums have 
been expended in building modern 
plants and installing the newest de- 
velopments in equipment. Labora- 
tories are maintained where the 
problems of producing superior calf- 
skin are analyzed and solved by 
skilled chemists. Expert craftsmen 
carry out the various processes in 
this most technical of industries. 

The result is that the American 
calfskin industry has built up a 
reputation for quality in shoe 
leathers—quality that is sought and 
found dependable by the makers of 
fine shoes—quality that is acknowl- 
edged by the retail merchant and 
recommended confidently to the 
buyers of shoes. 


Raw Materials 


Calfskin as used for fine shoe 
leather is obtained from animals at 
the veal state of growth. Both do- 
mestic and foreign markets supply 
raw skins, the choicest selection 
coming from districts or countries 
where veal is important as a food 
item. The skins are a by-product of 
the food supply. The finer and 
lighter skins, obtained from animals 
up to about four weeks old, are used 
for leather for women’s, children’s 
and infants’ shoes; while those from 


































t Photo courtesy 
Barnet Leather (¢ 


animals up to ten or twelve weeks 
old are used for men’s shoe leather. 


Desirable Skins 


EGARDLESS of location, the 

finest skins come from animals 
fed on milk, fatted, well matured and 
developed. Under these conditions, 
the skin is properly nourished, de- 
velops a fine grain and _ becomes 
plump and supple. It is the kind of 
skin that the tanner seeks because 
it makes the most enduring leather, 
both strong and flexible, takes a fine 
finish and gives the best service in 
shoes. 

In contrast to this, poorly fed ani- 
mals produce skins that are hard and 
crusty with a thin, harsh grain and 
no life or flexibility. Naturally, the 
leather tanned from such skins is 
correspondingly inferior, for no 
matter how skillful the tanner, how 
perfect his formulas and methods of 


handling, he cannot make good 
leather out of a poor skin. Human 
ingenuity must bow to nature, 


which alone can provide the plump, 
well-nourished skin which is the 
basis of good leather. 


Full Grain Finish 


It is not alone in the choice of 
skins that nature holds sway—for 
she directs also the finish of leather. 
As you know, the outer layer of 
human skin, called cuticle, is protec: 
tive of the more delicate tissues un- 
derneath. This is even more true of 
animal skin, of which the grain, di- 
rectly under the hair, is naturally 
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tough and enduring. It is the pro- 
tective covering provided by nature, 
toughened by exposure to all weather 
conditions. 

The tanner, in dressing and fin- 
ishing the calfskin, cannot improve 
on nature, and he produces the most 
enduring, supple as well as beautiful 
leather by retaining the full grain of 
the skin. In other words, a plump, 
well nourished and tanned skin with 
full grain finish makes the most 
satisfactory shoe leather. 


Identification of Good Calfskin 


And how is one to identify such 
leather in shoes? A tanner or one 
accustomed to handling skins can 
identify a good piece of leather by 
its full, supple feel as he handles it. 

One less accustomed to 


of excellent leather—that is, fat- 
wrinkles. You will remember that 
the basis of good leather is a well 
nourished skin obtained from a 
healthy, well fed calf. As the fat 
forms in folds on the animal, the 
skin is indelibly creased in certain 
parts, which vary according to the 
skin. In the finished leather these 
creases may be slightly visible in the 
new shoe and can be pointed out to 
the customer as indication of su- 
perior calfskin with full-grain finish. 


As a matter of fact, many tanners, 
shoe manufacturers and retailers 
who know leather sélect for their 
own use shoes of full grain calfskin 
with fat-wrinkle characteristics. It 
is a fact, also, that shoes of the finest 
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type, designed by the recognized 
stylists in the shoe industry, are 
made of fat-wrinkle calfskin. 


Advantages of Full Grain Calf 


Full grain calfskin with all its 
natural characteristics has decided 
individuality and is a superior prod- 
uct for finer, higher priced shoes. 

Knowing these facts, the progres- 
sive retailer passes along to his cus- 
tomer the “reason why” of full grain 
calfskin, and thus trades up by 
creating an appreciation of finer 
shoes. 


Selling Points of Full Grain 
Calfskin 


1. It will give the best service. 
2. It retains polish. 

3. It cleans up easily. 
4. It does not readily 





leathers depends more On zm 
the appearance. By look- -~ 
ing at a shoe, holding it 
toward the light, you can 
see the natural grain and 
pores of full grained calf- 
skin. But there is even 
more definite identifica- 
tion. 


Fat-wrinkles the Guides 
to Quality 


Nature again steps into 
the picture by providing 
in a large percentage of 








skins an infallible mark 


spot, stain or scuff. 

5. It is supple and com- 
fortable on the foot. 

6. The shoe made of it 
retains its shape. 

7. It can be had in cor- 
rect weights for each sea- 
son and for all types of 
fine shoes. 

8. The finest quantities 
are likely to show fat- 
wrinkles. 

9. It has individuality. 

10. It is used for fine 
shoes. 


Planning the Buying Budget 


An Easy Method for the Busy Merchant 


UDGET buying is not anywhere 

near as complicated a process 
as it is generally thought to be. The 
difficulty in most cases is the lack of 
definite figures on past operation 
and present condition, and a lack of 
vision to work these two elements 
into a budget or forecast. 

Stock fluctuates up and down ac- 
cording to the quantity of merchan- 
dise received and the quantity sold. 
If a store has on hand $24,000 in 
merchandise, and sold $30,000 in six 
months (representing a cost of $20,- 
000), that store is overstocked on a 
basis of two time turnover. The 
ratio of $24,000 stock to $20,000 cost 
of sales indicates a turnover of .8 
in six months or 1.6 for the year. 

Two things will correct the condi- 
tion: (1) more sales, and (2) low- 
ered stock. 

To reduce stock from $24,000 to 
$21,000, the total buying must be 


$3,000 less than the total selling at 
cost. The budget then would be as 
follows: 


A—-On hand today 
E—Total buying amount.. 


$24,000 
17,000 


$41,000 


C—Total estimated sales at 


six months 
$21,000 


B—On_ hand 


The best way to put these figures 
together is in the A, B, C, D, E or- 
der, all of which is plain addition and 
subtraction. 

This process illustrated as to total 
stock is just as applicable and even 
more valuable in departments of 
stock, and especially so if worked out 
in pairs. 


When the total buying or “receiv- 
ing” figure is determined, the prob- 
lem then is to hold to the figure and 
to keep a close eye on the total 
amount of buying done against the 
receiving capacity. 

If sales move at a faster rate than 
estimated, then the buying amount 
may be increased, but only: by the 
amount by which sales exceed esti- 
mates. 


N the other hand, if sales are 

less than estimated, then the 
total buying must be held to a lesser 
figure than planned. The rule works 
both ways. 

This sort of planning is general 
and for a six months’ basis. It is 
equally applicable for a year or for 
four months. It is simply addition 
and subtraction. If it fails to work 
it is because the operator fails to 
follow the figures. 
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Getting More Shoes Sold Right 










High Pressure Selling 


HEN people are in a buying mood—put 

every effort into selling. Every instrument 
of advertising and window publicity is needed in 
the weeks following the buying frenzy. Out of 
every six months period you can expect about 
four months of intensive selling followed by in- 
action. This peculiar situation has developed with- 
in the year. 

The public is tyrannical at present. Jt wants 
what it wants and will have none other—be it 
shoes or cars. The bulge may come unexpectedly 
—one high favor style but when its charm is over 
it is valueless. The customer may want to buy only 
on Saturday afternoon and all the pressure of ad- 
vertising cannot spread the buying over the dull 
hours of the week. 

There has been no rhyme or reason for the cus- 
tomer to withhold buying—but for four weeks the 
market at retail has been flat. Soon will come the 
urge to buy and then for weeks the edge will be 
one for profit. When there is opportunity for 
harvest make the most of it for lean weeks will 
follow. 

If the majority of stores can make real profits 
in the four months of high pressure selling they 
must guard against the losses in the lean months. 
Two full selling periods a year, each followed by 
scant selling periods is a new problem, not only of 
overhead and sales-staffs but of timely stocks, 
styles and prices. If the public is becoming fickle- 
minded as to time of buying-—plus the other 
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sure of selling means less service and increased 
price. 


Sanitary Shoes Next 


NE of the keynotes of the National Style Con- 

ference was the emphasis placed upon shoe 
hygiene. Germs bred with heat, moisture and 
darkness—all three to be found in men’s shoes, 
This subject of shoe cleanliness will be of in- 
creasing interest from now on. A Western sales 
manager’s angle to the subject is something as 
follows: 

“It is unbelievable that the practice of the aver- 
age man in wearing his shoes nine months or a 
year and actually bragging of it, can be an indica- 
tion of the lack of care in individual hygiene. The 
impurities of the body gravitate downward and are 
discharged through the pores of the sole of the 
foot. Sheer hosiery cannot absorb these impur- 
ities with the result that they saturate the sole of 
the shoe. 

“A lessening percentage of shces are repaired 
with half sales but long before a shoe is ready to 
be half soled it is no longer fit to be worn. Sucha 
shoe has become positively unsanitary. I should 
dislike to think that men would wear hosiery or 
underwear for a period in keeping with the length 
of time they will continue to wear shoes which are 
no longer fit to have even a near-contact with the 
human body. 

“Of course it is possible for a man who changes 
his shoes every other day or so to finally reach a 
point in the wear of shoes where repair work is 
necessary if the shoes are to be worn any longer. 
By the same token we find a man now and then 
who has a patch on the seat of his pants—as a 
matter of economy. The time is coming when one 
will be no more common than the other.” 


Wild and Free, But! 


N every herd there is one wild elephant that is 
apt to stampede and run off at a tangent. It is 
the one rotten apple in the barrel that taints the 
entire lot. In every city and town there is one dis- 
turbing element in the shoe business who keeps 
everyone on edge and apprehensive. Just what he 
will do no one knows. He is apt to pull a sale 
right in the midst of the best part of the scelling 
season. He may cut the very heart out of profits 
for everyone else in town by some wild act— 
usually prompted by a desire to show a gain or 
te beat last month’s performance in sales. A con- 
certed action by shoe men may defeat the eilorts 
of this wild elephant but it is a hard job. It isa 
pity that discipline comnst be applied with a stern 
hand. 
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His Last “Return” 


OLLOWING up the examples of “returned for 

credit” in a recent issue one shoe merchant 
says he wishes it were no crime to assault and bat- 
ter an obstreperous customer. A good swing to the 
jaw, or a gentle jab in the solar plexus, would re- 
lieve the pent up feelings of many a man who has 
exhausted every bit of tact, patience and courtesy 
he possesses. 

A long time ago, it was nearly twenty years, a 
merchant in one of the Middle States had an oppor- 
tunity to break even with an obstreperous cuss who 
had been a thorn in his side for a long time. This 
man had been a bulldozer, a bad egg, a kicker and 
a person who demanded some unreasonable thing 
every time he bought a pair of shoes. Finally, on 
a rainy night in November, cold and raw, the kind 
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got your money and I got my shoes. Now stay out 
of here and don’t ever come back.” Folks in the 
store cheered and most of the people in the coun- 
tryside said it was just treatment of a bully. Well, 
it could not be done today, but what a temptation 
some shoe stores have. 


Service-Plus 


IVING the customer a little bit more than he 

or she expects to receive will make more 
friends and profitable customers than trading 
shoes for money. The modern gasoline station is 
a fine place to learn what service means. Those 
clean-cut, good-looking, white-clad youngsters who 
wipe your windshield, dust off your radiator and 
hood—they have been trained to give a little more 
than five gallons of gas for a certain number of 


of weather that gets goats right and left, this kick- 


ing cuss came into the 
store—Saturday night. 
He had a few drinks 
under his belt. He was 
spoiling for trouble. He 
roared as he entered. 
He was mad clear 
through. 

The store was 
crowded with custom- 
ers, women and chil- 
dren as well as men. “I 
want my money back,” 
he said. “I want my 
money back right quick. 
I have been cheated in 
this damn place the last 
time. Gimme my money 
and gimme it quick.” 
The boss took him back 
‘to the rear of the store, 
took off his _ shoes, 
handed him the pur- 
chase price and fired 
him out through a side 
door into a muddy alley 
There he was in his 
stockinged feet. A long 
ways from home “and 
it a’rainin’,” with no 
shoes and no hopes of 
getting any as the door 
was slammed and 
locked in his face. 

He waded out of the 
alley and tried to enter 
the front door only to 
be met by the boss with 
a large stick of stove 
wood in his hand. “You 








cents. 
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The ‘Reason Why 


GOODMAN’S GUARANTY SHOE STORE 


Laredo, Texas 


The Boor anp SHOE REcorRDER, often spoken of 
as the “shoe man’s bible,” performs many tasks 
upon its arrival at our store each week. Each mem- 
ber of our organization personally awaits its coming 
with eagerness, as a harbinger of all that is new. 

Your advertisements and recent articles featuring 


store management, window displays, etc., have been 
invaluable helps to us. We also want to speak about 


your Hosiery Section, for it has proven itself as 
something to really depend on; we do not hesitate 
to show it to our customers as an authentic forecast 
in the hosiery line. 

Co-operation between the merchant and the Boot 
AND SHOE RECORDER can bring only the very best 
of results. The above is a candid opinion we hold 
about your magazine. 

Wishing you continued success, we are 


Yours sincerely, 
(Signed) J. GOODMAN 
* * © 

Co-operation—that is the word. 

There is no type of publishing that requires such 
intimate and sincere co-operation between editor 
and reader as the business paper. 

And, as Mr. Goodman says, that sort of co-opera- 
tion brings results. 


President. 
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And, try to tip one of them! 


“No, thank 
you. We are paid a 
salary and cannot ac- 
cept gratuities.” 


Two 
Services 


Needed 


HE idea of a train- 

ing school for shoe 
salesmen and women 
seems to get attention 
from a few live mer- 
chants. We have heard 
some very favorable 
comment on the sug- 
gestion. What is the 
use to “make men shoe 
conscious” unless the 
salesforce knows how 
to render that service 
that will make them 
“store conscious” and 
willing to buy? All the 
money spent on adver- 
tising in the United 
States will never make 
a man go back to a 
store if he has not been 
properly handled by the 
salesforce. 

Remember your 
salesmen represent you 
in your dealings with 
the public. The public 
isn’t going to stop to 
analyze your character. 
It judges you by your 
representatives it meets 
in your store. 








HE Southwestern Shoe 

] Retailers’ Association 

will hold its fourth an- 
nual convention in St. Louis, 
Nov. 28, 29 and 30 at the 
Statler Hotel. There will be 
| a three-day business session 
: with luncheon meetings. 
: Arthur E. Ebbs, president 
} of the association, who in- 
ip troduced the luncheon meet- 
ing idea at the previous con- 
vention said: 

“We have found from our 
experience last year that 
merchants have only a lim- 
ited amount of time and we 
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Merchants Meet in St. Louis 


Annual Convention of Southwestern Shoe Retailers’ 


Association Scheduled for Pageant Week 








Reduced railroad rates have been granted 
by railroads in the United States for the 
Southwestern Shoe Retailers’ Convention, 
to be held in St. Louis, Nov. 28, 29 and 30. 
Fare and one-half for a round trip is the 
rate a'lowed and can be granted only to 
members of the association. The Pageant 
of Footwear Fashions is held at the same 
time as the convention and it is suggested 
that all those attending get receipt or 
coupon when purchasing railroad ticket. 
Tickets will be validated in the lobby of 





entation of correct styles for 
Spring there will be on dis- 
play at least 175 lines of shoes 
from the most prominent 
markets in America. Brook- 
lyn is heavily represented, as 
is New England. Cincinnati, 
Chicago, Milwaukee and nu- 
merous other important cen- 
ters will be prepared to ex- 
hibit in St. Louis their best 
style creations for Spring. 

It is said that placing of 
orders at the St. Louis show 
will relieve any doubt as to 
deliveries. Increased profits 
for January and February 
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have conserved this for them 
by having luncheon meetings 
where they can hear an out- 


the Hotel Statler. 


with an advance showing of 
Spring shoe styles is possible 
under the new buying policy. 





standing figure in the retail 
shoe trade give an address 
pertinent to their business. The 
meetings will be started promptly 
and will adjourn at 2 o’clock sharp.” 

The convention is being held con- 
currently with the St. Louis Pag- 
eant of Footwear Fashions, which 
will be staged in the ball room of 
the Statler Hotel. The board of di- 
rectors of the retail association ap- 
proved the dates and many are of 
the opinion they will attend the con- 
vention to make an accurate sur- 
vey of the spring footwear trend. 


HE opening of the retail conven- 

tion will be preceded by the 
“President’s Dinner,” an annual 
affair, held Sunday night, Nov. 27, 
at the Missouri Athletic Club. To 
this banquet are invited all prom- 
inent members of the shoe industry 
both in St. Louis and other markets. 
This is the outstanding hospitality 
feature of the convention and is 
looked forward to with great interest 
by those who have been present on 
previous occasions. 

In addition to the noon business 
meetings, all delegates to the conven- 
tion will view the footwear pageant 
which will be held each afternoon 
and evening, Nov. 28, 29 and 30 at 
2:15 and 8:15. No merchant can 
afford to stay away from this 
premiere exhibit of Spring footwear. 
He should gather all possible knowl- 


edge regarding the style trend for 
the coming year and buy his foot- 
wear from authentic style informa- 
tion and not guess methods. Tickets 
will be supplied through the manu- 
facturers. 

In addition to the St. Louis pres- 











ARTHUR E. EBBS 
Shoe Retailers’ 


Southwestern 
Association 


President, 





Wednesday night will be 
devoted to a funfest arranged 
by the Southwestern Retailers, who 
will be hosts to all visiting shoemen. 
Just what is planned to startle the 
visiting merchants and manufac- 
turers has not been revealed. The 
committee in charge, however, 
promise an entertainment that will 
make the tired business man quite 
alert. 


EGISTRATION for the con- 

vention will be in the lobby of 
the Statler Hotel. The officers and 
directors of the association are as 
follows: 

President—Arthur E. Ebbs, St. 
Louis. 

Vice-presidents—Reuben Stiefel, 
Memphis, Tenn.; A. J. Kempner, 
Little Rock, Ark.; H. W. Bergman, 
Greenville, Miss.; Joseph W. Mullen, 
Moberly, Mo. 

Secretary-treasurer—George  E. 
Gayou, St. Louis. 

Chairman finance committee— 
Charles E. Williams, St. Louis. 

Directors—Oscar E. Poe, Little 
Rock, Ark.; H. H. Watson, Texar- 
kana, Ark.; Lee Frank, Memphis, 
Tenn.; Morris Ellis, Nashville, 
Tenn.; Davis Elliot, Jackson, Miss.; 
Adolph S. Rubel, Corinth, Miss.; 
Francis Walker, Brookfield, Mo.; 
Otto Schultz, Jefferson City, Mo. 























roe 
cle 
an 
wa 
a 
kee 
ma! 
fills 
ank 
old 
T 
an 
dow 
T 
proj 
tion. 
weal 
suit: 
the 
the 
whi 
mak 
Tl 
pate 
cont 
SI 
apps 
of b 
havé 
The 
boot 
Eng] 
over 
into 
this 
our 
as t 
lingt 
mai 
ositi 
footy 
coun 
a clq 






























nati, 
nu- 
cen- 
) ex- 
best 
o. 
g of 
show 
is to 
rofits 
uary 
g of 
sible 
policy. 
1 be 
nged 
who 
men. 
» the 
ufac- 
The 
ever, 
will 
quite 


con- 
yy of 
and 
e as 


iefel, 
pner, 
man, 
illen, 


November 12, 1927 


BOOT AND SHOE RECORDER 


Flappers Want Warm Ankles 


So Says John Holden, Who Sees Stylish and 
Sightly Boots in Demand 


OHN HOLDEN, shoe impresario for the Oppen- 

heim, Collins & Company stores, says that there is 

going to be a market for leather boots this winter. 
John is a pretty good guesser when it comes to putting 
the “bee” on fast selling styles. He picks more winners 
than losers, which is a pretty good test. 

Boots, he says, are not going to replace low shoes, 
but he does feel that there is a place for a stylish boot, 
a boot that is as easy to slip in and out of as a one- 
strap pump, and a boot that will keep the ankles warm. 

The warming of flapper ankles and those that have 
passed the flapper age was the inspiration for this boot, 
he confides. 

John, who lives up Westchester way, and commutes 
to his office on Thirty-Fourth Street, New York, every 
week day says: 

“Last winter I noticed many girls down at the rail- 
road station in the morning wearing galoshes, even on 
clear days. I asked a few of them why they did it, 
and the one answer was “To keep the ankles and feet 
warm.’ Right then and there I decided that there was 
a market for a sightly piece of footwear that would 
keep the ankles warm, and still be sightly and easily 
managed. This ‘Swanky’ boot that I am now exploiting 
fills the bill, in my estimation. The strap around the 
ankle permits of quick adjustment and gets rid of the 
old objection of ‘sloppiness.’ ” 

The boot can be worn turned down all round, giving 
a neat appearance, or only the tongue can be turned 
down and the strap fastened over it to hold it in tight. 

This boot is not intended to be a stormy weather 
proposition, but merely as a cold weather foot protec- 
tion. Mr. Holden advises that it be worn for street 
wear. If a formal function is being attended, footwear 
suitable for the occasion can be carried along while 
the boots are worn, and the change made when 
the destination is reached. The ease with 
which the boots may be pulled off and on, 
makes this convenient. 

The new boot comes in black kid, 
patent, blue kid and tan kid, with 
contrasting cuffs. 

Slip-on boots of various kinds 
apparently are in for a period 
of better demand than they 
havé had for some time. 

The so-called Wellington 

boots, introduced first in 

England and later brought 

over here, have never run 

into big volume business in 

this country, largely because 

our weather is not as heavy 

as that in England. The Wel- 

lington boot was put forward 

mainly as a stormy weather prop- 
osition. The rubber protective 
footwear serves that purpose in this 
country. But there is a place here for 
a clear, cold weather boot, sold simply as an 


ankle-warmer, that has a goodly amount of style in it. 
It must be trim and neat around the ankle, must be 
easily put on and as easily drawn off and adjusted with 
a minimum of effort. 
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Above, the boot is shown 
as worn loose or strapped, 
with cuff turned up. At 
the left is the boot with 
cuff turned down. It also 
may be worn with the 
tongue down and back of 
the cuff turned up 
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Youth is the Keynote for Spring 


The Fire of New Ideas in Smart Dress was 






Kindled at Styles Conference 


"Tee shoe style conference of 
the five major associations of 
the industry was a signal suc- 
cess since the plan and scope was a 
long step in advance of former meet- 
ings. 

The forward looking committee of 
arrangements under the leadership 
of John C. McKeon attracted the co- 
operation of noted women whose ac- 
tivities in the broad field of styles 
qualified them to make addresses 
packed full of fashion meat which 
were generously applauded. 

Madam Hamilton Jeffries, a rec- 
ognized favorite in shoe circles, gave 
a practical demonstration of style 
tendencies in footwear for women by 
illustrating her remarks with actual 
examples gathered from up-to-date 
dealers. 

During the session, there were 
many epigrammatic phrases that 
should be emphasized. The chair- 
man of the styles committee was re- 
sponsible for the following: “Mil- 
lions of dollars are annually ex- 
pended for research concerning 
happenings in the world of fashions 
during the preceding year, but the 
outlay for advanced indications is 
ridiculously small.” 


“ EPRESENTATIVES of the 

style committee did not visit 
Paris this year, since there was 
nothing to learn at the French capi- 
tal not already familiar to the for- 
ward looking men in the American 
shoe industry,” was another state- 
ment that developed spontaneous ap- 
plause. 

And still another was the state- 
ment that “American leathers ranked 
with the best in the world.” The 
exhibits of leathers by tanners made 
this clear. 

Mrs. Descha was quite right in 
predicting a gain in white next year, 
since her opinion is shared by manu- 
facturers of fabrics for women who 
have doubled their ranges of white 
fabrics. 

Thus from every point of view the 
preliminaries for a profitable Spring 
have been arranged and it only re- 
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mains to begin the season with cour- 
age and confidence, since the 
opinions expressed and the recom- 
mendations made are based upon 
data gathered from two continents 
by qualified interpreters of oncom- 
ing developments in the world of 
fashion. 

As the official spokesman for the 
Textile Color Card Association, Miss 
Margaret Hayden Rorke, said in 
part: 

“We have for Palm Beach a distinct 
color temperament arising on the 
horizon, and that is what we will call 
shadow shades, or dusty tones, sport 
tones, in the middle register, indefi- 
nite colors, beautiful, soft, delicate, 
in perfect taste. What goes with all 
these soft, delicate, shadowy, dusty 


shades which will be a distinct mo- 
tive in the summer fashions? You 
have, of course, your white shoe. 
But you have your white jade to 
blend perfectly with any of these 
lovely soft delicate shades. 

“All-white is a classic. All-black 
is a classic, but all-black and all- 
white must be used with discretion. 
You are apt to make a fetish of all- 
black. All-white you can use with 
much more impunity because all- 
white cannot be used at all seasons 
of the year and all-black can be used 
at all seasons of the year. 

“We have our white jade, not asa 
substitute, to take away the value of 
white to your business, but as a sub- 
stitute to go in pleasing and perfect 
harmony with the dusty shades and 
the natural shades, as I have said. 


6 HE shoe must blend in perfect 

harmony with the costume. We 
are on the verge of a somewhat new 
era in style. We are on the verge of 
the more afternoon atmosphere, the 
feeling of simplicity, but intricate 
simplicity, sophisticated simplicity. 
All the world of art today is seeking 
simplicity—architecture, literature, 
drama, painting, sculpture, indus- 
trial art—all are seeking simplicity. 
But if you dig deep within this 
limpid pool of simplicity you will find 
what? Intricate technic, and technic 
is your symbol of perfect art. You 
will have almost as a paradox com- 
plexity producing simplicity, «and 
that is your note: the perfect line, 
the perfect treatment of color com- 
binations, the perfect essence of 
everything that goes with simplicity, 
the intricate, the technic, and the 
perfect master craftsmanship of 
your art. 

“What is the relationship between 
the shoe and the hosiery? There is 
a decided movement toward the more 
subtle blending of the hosiery with 
the shoe and with the costume, the 
bringing together of the color tones, 
not so varied a step as this has been, 
almost a matching in some instances, 
and the hosiery committee of my As- 
sociation, which as you know repre 
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sents the leading pro- 
ducers in this country, 
has worked out a 
very careful program 
in conjunction with — 
your shoe committee | 
and the garment com- 
mittees to bring 
about this perfect al- — 
liance between the =| 
shoe and the costume. - 
“So you will have 
the white jade tones. 
You will have your 
honeydew beige tones, 
your rose-blush tones. 
You will have your 
marron glace tones— 
all translated into 
hosiery. 
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Madame Jeffries Forecasts 


For December, January and February, the vogue of 
tweeds which is well in the mode today, indicates black 
patent, brown and black lizard, calfskin in brown and 
black sometimes bordered or boxed, and a revival of 
genuine alligator, either all-over one-strap effects or 
inlays of suede featuring center strapping. 

March, April and May work through black and black 
with white accents to the beige family; dark medium 
and light, it is suggested to trim with two complements 
such as bronze and gun-metal or three monotones of the 
beige and gray family; black suede, patent, and blue 
kid, for the thinner dress materials, and in this period 
we see a vogue of some conservative shades of kid; 
center buckles backed by contrasts, and side buckles of 
imitation or real function will be featured. Dainty 
pipings of contrast inlays in quarters and shark-skin 
and self-toned monotoned novelties wiil be noticeable, up 


line and style being most important. 


“TSHOULD say . 











that we are liv- 

ing today in an age of youth. We 
cannot think of anything today that 
does not have the semblance of youth. 
Style must have youth. Fabric must 
have youth. The feeling of the shoe 
must be youthful, because in this 
era of ours youth is expressed by 
our great love of the sports.” 

We are still, in spite of this feeling 
of afternoon atmosphere, coming in 
with the dressier gown, we must be 
aware of the appropriateness of the 
costume for the time of day, we must 
have a consciousness of the clothes 
movement. All of this is coming like 
shadows now, but each year as we 
progress they will become more ap- 
parent, without in any way disturb- 
ing the sport feeling, the sport 
theme in fashion. With this sport 
movement, as I say, we must have 
youth, but even with our afternoon 
and our dressier movement we must 
have youth, and that is one thing 
that you must keep in mind in mer- 
chandising: the thought of youth. 


* * 


A Help to Us All 


By JAMES T. LINEHAN, 


Salesman for Peter Miller’s Sons, 
Meadville, Pa. 

Dear Editor: 

“Each week on the editorial page 
of the Recorder you print “The 
Reason Why”—testimonials of store 
owners and managers to the help 
derived from his devout persusal of 
your organ. I believe the BooT AND 


White is given a greater 
place for next summer—by 
fashion authorities. 


ate samnnnnett 


SHOE RECORDER is even more help- 
ful to the salesperson on the floor, 
for it is he who impresses the 
customer with the store and its 
policies, he who pictures the possi- 
bilities of fitting each type of foot- 
wear to her wardrobe, tells the ro- 
mance of the leathers from the 
beast to the beautiful finished cre- 
ation, tells of matching leathers, 
the construction, lasting and the 
ultimate fitting qualities, giving 
reasons why she should possess the 
particular shoe being shown and 
why she should pay the price of 
quality footwear. 

“It is also he who trims the win- 
dows and cases and invariably de- 
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cides on what to show 
and when. He also 
has the responsibility 
of moving the older 
numbers when it is so 
much easier to dive 
into a new number 
where he is positive 
of the size waiting 
him, thereby saving 
time, also making his 
book look better and 
increasing the com- 
mission check. 

“He can pep up the 
volume by double 
sales, findings, ho- 
siery and buckles. All 
of these things are 
to the salesman 

and 95 per cent of his 

ideas as to the best 

ways and means of 
doing these things are usually de- 
rived from the BooT AND SHOE RE- 
CORDER or observation, and not from 
his superiors, as they are busy men 
and don’t think to pass on what they 
have read, heard or seen or why 
they have decided to buy this or 
that shoe. 

“Possibly you will say that is 
what he is paid for. True, but how 
is he to keep abreast of the times 
without instructions. I once worked 
for a merchant who received the 
Recorder each week, laid it on 
his desk unopened until closing 
time, put it in his pocket on leav- 
ing and that was the last we saw 
of it. Perhaps he absorbed every- 
thing in it, perhaps not, but if so 
we heard nothing of it. 

“I might add that I have found 
the Shoe and Leather Lexicon 
and other pamphlets received from 
you to be helpful and instructive. 
Trusting I have not overstepped 
the bounds of a retail salesperson, 
I am very truly yours for more 
knowledge in our industry.” 


Doing His Best 


We cannot all be famous— 


If we were ’twould cheapen fame; 


We cannot all be rich enough 


To give ourselves a name. 


We cannot all expect to be 


Distinguished from the rest, 


But some reward is certain for 


The man who does his best. 
—Exrchange. 


Early Spring comes in De- 
cember at Palm Beach to 
sweep across the South by 
January. 
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(Other Peoples Ideas) 


b 7 Harry R-lerhune 
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He Figures on Selling Finance Control on One Card 
































fa ei ae ee 



























































His Own Associates 

HE downstairs shoe section of The. 

a big department store is after 
the repeat business as keenly as the en oe ( 
higher priced stores. Take the Weekly Report f 
Philadelphia Gimbel store for exam- _Week beginning ,192 Ending Sst $ 
ample. Buyer Charles J. Reynolds SALES § 
figures that if he can hold the trade DAY Dept. No. 1 Cost Dept. No. 2 Cost Total Sales | Total Cost | Dep. in Bank Weather v 
of the 5000 girls who work in this \ 
store, he will be able to show some monDAT d 
interesting sales figures. He knows g 
that if he can sell and satisfy this TUESDAY 0 
large group of fussy, sophisticated i ee 
customers, he can easily sell the inti et Ger Nee ee ee 
average person who comes into his TOTAL | | | “| 
department. emarks— ] 

All lost customers, whether store 
people or regular trade, are turned B 
over to the floor man, who finds out li 
the exact reason for the walk-out. : 
8 





A record is made of these lost cus- 
tomers which is analyzed and re- 
ported every day. In addition to 
this, each salesperson keeps a daily 
lost sale record on the regular sales 
summary. 

Five and six dollar shoes rank as 
high priced shoes in a downstairs 
department, so a running bulletin is 
issued that give the daily standing 
of the salesforce in respect to their 
sales of these shoes. To help them TOTAL FOR WEEK — 
work up a good business, all have 
their regular business cards and Front and back of cards used in system devised by H. T. Alumbaugh, Jr. 


every effort is made to aid the sales- y ; 
men in working up a good repeat N order to get something concise departments in this store, No. 1 for 


personal trade. and compact in the way of book- all shoes, No. 2 for hosiery, rubbers, 

Proof of the whole-hearted coop- Keeping records, H. T. Alumbaugh, findings and the like. Note on the 
eration of the salesforce is shown in ns = operates the Arch-Aid Shoe «paiq Qut” side there are two lines 
this instance: Names and addresses P, Syracuse, doped out a weekly for each entry, the upper line being 


h . baa te 
are taken on all purchases of a fea- — — pity ta ee poe for the name to whom the check was 


tured arch shoe. Recently 6000 per- F made out and the lower line the date 
sonal letters were sent to this list. padi pio pom = = of the bill. It is obvious that a sys- 
and out of the lot only five letters of the sheet is for the sales and de- tem of this sort is adapted only to 
came back, showing how carefully posit records, while the reverse is 2 Store on a cash basis doing less 
the addresses were taken. for the expenditures. There are two than $75,000 annually. 
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Sales Making Windows 
for Slack Periods 


N New Hampshire, Fall buying 

does not start until after Labor 
Day. To take up the slack between 
the time his short midsummer sale 
stops and Labor Day, Harry Winer 
manages to get in a number of spe- 
cialty windows that make extra dol- 
lars for him from the extra sales 
created. These windows sell the 
Nashua, N. H., folks merchandise 
that Winer feels he cannot profitably 
feature during the more active 
periods of the year. In mid-August, 
a window full of the better grades 
of satin, quilted and a few felt slip- 
pers, proved a corking good sale 
stimulus. 

A sporty bath robe, carelessly 
dropped on a chair, formed the back- 
ground, around which the men’s 
slippers were spread. Then came 
several units of women’s slippers, 
while the children’s were up front. 
While this display was only in five 
days, it was long enough to sell a 
good half of an early Fall shipment 


of slippers. 
* * 


Selling Sample Sizes 


ACH one of the boys on the floor 

in the store of B. J. Boynton of 
Burlington, Vt., has a little private 
list of customers. This list is aside 
from the regular card file of the 
store and is composed solely of those 
customers who wear sample sizes, 
some 200 names in all. Several 
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Just to show how well known Krupp & Tuffly’s star salesman 


is, a friend of his in Dallas sent him a letter recently. 
velope just had, “Houston, Texas, 
Uncle Sam delivered the letter right to Ben 


said shoeman. 


The en- 
and a picture of the afore- 


” 


Emden without question or hesitation. After noting the recep- 

tion which greeted Pres. A. H. Geuting’s “Curse of the Shoe 

Trade” Ben turns up with one of his periodical, double-faced 

cards entitled, “The Curse of Drink,” the inside pages of which 
are here reproduced. 


times a year Mr. Boynton picks up a 
good lot of high grade samples; then 
it is up to the boys to get busy 
phoning and writing their personal 
trade. The customers who are for- 
tunate in having small feet in the 
sample range are told of their op- 
portunity to obtain exclusive new 
models at a nominal price, say $10. 
This results in a happy arrange- 
ment all around. The customer buys 
new styles of which no one else in 
town will have a duplicate, the fac- 
tory gets rid of their samples at a 
fair price, the boys get an extra com- 
mission for the selling, and the store 
receives considerable favorable word 








28 Feet Front—75 Feet of Window 

















HE novel feature of a new front 

of the Providence Florsheim 
store is in the floor plan, whereby a 
28-foot front is made to yield 75 
running feet of glass. The floor 
plan sketch explains just how this 
was accomplished. Study it, for it 
has many interesting eye-catching 


Entrance (7K 


M------------ f° 
Main Stree 











amacece “4 “coee 
Side Street 








Wooden valances on which 
is tightly 


angles. 
gold colored rayon 
stretched add greatly to the attrac- 


tiveness. Manager R. T. Leahy is 
so proud of these new windows that 
he stays a couple of nights each week 
in order that they may have com- 
plete changes. 


of mouth advertising as well as an 
extra profit through the added sales. 


* * * 


The Value of Windows 


66 EOPLE buy what they see,” 

confided Dr. Leon 8S. Dalsimer 
of Philadelphia. “Men and women 
of all types have become a set of 
shoppers and are watching the win- 
dows for the footwear they want to 
buy. 

“You must, therefore, make your 
windows interesting and just as the 
best newspaper advertisers use eye- 
catchers in their copy, you must put 
human interest in your window dis- 
play. You must consider the cost of 
window display not as an expense, 
but as a real part of your advertising 
appropriation. That part has grown 
with the best merchants of the coun- 
try from a minimum to at least one- 
third of their total advertising ap- 
propriation. This percentage repre- 
sents a much greater value today 
than it would have formerly, as 
more genius has been put into win- 
dow display. advertising, so the 
dollar can be spent to much greater 
value.” 

A recent check up of the big Dal- 
simer windows in Philadelphia re- 
vealed thirty separate displays, 
ranging all the way from a Boy 
Scout lighted camp fire effect to the 
twelve-foot front island case. Mr. 
Dalsimer, or “Doctor” as he is right- 
ly called, is spending real money on 
his displays both interior and ex- 
terior. 
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half 
of the better districts 


OOK at these attractive, well-kept homes. That’s where the good 








trade is. The women who live in these houses have plenty of 
money to spend on shoes; and one out of two, in every town, 
everywhere. ..in your town...read the magazines that carry the 


Wilbur Coon national advertising. 


They read the Wilbur Coon advertisements; they act on them. 
If you could run through the thousands of letters that 
ask for our booklet, “Why Most Shoes Don’t Fit” 
you’d probably find names of people you know— 
possibly your own customers. These women write 
us: “I’ve always wanted shoes that fit perfectly. 

Please tell me where I can buy thentf here.” 

Almost every such inquiry means a 
new customer for a Wilbur 
Coon dealer. 
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Wilbur Coon 
Shoes come in sizes 1 
to 12, AAAA to EEEEE— 
some 100,000 pairs always in stock 
for immediate delivery — developed over 
special measurement lasts that yield a remarkable 
fit and bring customers back— retailing at $8 to $11 
with a generous profit for you—and no losses on mark 


downs. Write for the full facts on greater profits. 


Reg. U. S. Pat. Off. 


37 Canal Street Rochester, N. Y. 


Fons) 





Cinderella sizes foi Cinderella fect 
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In Stock 
Four Ways 
In Suede 





“How Shoes 
Are Made” 


Edition All Sold 











This little. booklet describing 
the various processes by which 





shoes are made has proven so 





popular that the edition is ex- 
hausted and we do not plan at 
present to print a new edition. 







Still on hand, however, are a 





number of copies of the 


“SHOE 


LEATHER 
LEXICON” 
























Suede Persists 


Suede continues in strong de- 
mand. The popularity of this 
material is exceeding early ex- 
pectations. 














Rita 
aH Brown Suede, 


with Bronze Patent. 


















Black Suede, an authoritative dictionary of 
with Black Lizard. F 
Grey Suede, terms used in the shoe and | 





leather trade. The price of the | 
lexicon is 


with Gun Metal Patent. 


Bronze Patent, 
with Brown Suede. 








19/8 Spike Heels on wide toe short 
vamp last. A-B-C. 
14/8 Cuban Heels on modified toe. 


B-C. 
$4.00 


No initial orders for less than 12 






50 Cents 


* (Cash with order) 

















Boot and Shoe Recorder 
Publishing Co. 


207 South St. Boston, Mass. 
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TONY 
CEDAR 


TONY 
TAN 


TONY 
HENNA 


We predict their Leadership in 
Men’s Fine Shoes for Spring 


For our authority we take the early spring 
sample orders of most experienced 
buyers—north, east, south and west. 


Past experience has taught us that this is 
usually the surest means of sensing the 


color trend. 


CREESE & COOK COMPANY 


ALLEN H. McCREEDY 
SALESROOMS: TANNERIES: 1002 Locust St. 
95 South St., Boston DANVERSPORT, MASS. St. Louis, Mo. 


P. A. HENRY & CO. SILVEY & CHRISTMAN MERRILL G. HAINES 
706 B'way, Cincinnati, O. 82 Gold Street 200 Davis St., San Francisco, 
62 Mason St., Milwaukee, Wis. New York City Cal. 
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Why 95% of the men who 


come with the J. C. PENNEY Co. 
— stay 


YOUNG SALESMAN wondered why theJ.C. Penney Com- 
A pany store in his town did more business than its com- 
petitors. ‘Mr. Penney must have something greater than 
merchandise, which brings the people back,” he thought. 

The young salesman moved on to another town. Here, 
too, the J. C. Penney Company store was booming. People 
just naturally liked to trade there. 

“I’m going to find out the reason,” the newcomer said. 
He found several reasons. One was the quality of mer- 
chandise, another the money-saving cash-and-carry prices. 
When he also learned that under the J. C. Penney Com- 
pany a cee plan every salesman was being trained 
of promotion and could have a substantial share in the 
profits when he made good, he decided that a J. C. Penney 
Company store was a pretty good place to work. 

He wanted a managership right away. The reply was 
that no promises could be made, for promotions were in- 
variably from the ranks. 

“All right,” he said. ‘“‘I’ll stick with my present job.” 
He did—for two years. Then he swallowed his pride and 
joined the Penney organization as a salesman. In due time 
he was a store manager and co-partner. For years his in- 
come has exceeded his highest expectations. His only re- 
gret is the two years’ delay. 


» » w® 


This is a typical story—the story of one of hundreds of 
ambitious men who have established themselves for life 
by coming with us and learning the methods which have 
built the largest chain of department stores in the world. 

To-day, with 885 stores and new ones opening all the 
time, we need more men to be trained for managership. 
The starting salary is good. The reward of managership 
is an adequate salary p/us a share in the profits of your 
store p/us an opportunity to share in the profits of a// the 
J. C. Penney Company stores. Promotion is earned on 
merit, not on personal likes and dislikes. 

Our requirements are exacting. We have no time to 
waste with mere job hunters, but we welcome with open 
arms the right kind of man. And 95 per cent of the men 
we engage, Slay. 

If youare between 25 and 35 years of age, experienced iu 
selling men’s wear, drygoods or shoes, have a good educa- 
tion, are 100 per cent industrious and are confident that 
you can grow into a real merchant if you have the chance, 
you are invited to write us. Give your age and experience 
and ask for our new booklet, “‘ Your Next Ten Years.” 


Address personally Mr. Wm. M. Bushnell at our New 
York office or Mr. E. M. DeMoss at our St. Louis office— 
whichever is nearer you. 


The J.C. PENNEY Company 


330 West 34th St., New York City, Room 1502D 
1010 Pine Street, St. Louis, Mo., Room 1049D 





—— 
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M.T. SHAW 
EDITORIAL 


+ ? 


The New 
1 holesaler 
Who Serves 


HE new wholesaler does not always like 

to use this name He prefers to be called a 
distributer, or he is a specialty house. Names 
do not matter much. It is the man behind the 
name that counts. Conservatism always dies 
hard, but it dies. The old fashioned whole- 
saler was a big man in his day, but this isn’t 
his day. 


The modern retailer buys early, late and 
often. He wants supplies immediately, if not 
sooner. He is not much to blame for this. He 
is a creature of conditions. The up-to-date 
distributer is alert, enterprising, quick to ac- 
cept new phases of trade. The 1927 retailers 
and distributers are certain to sell many million 
pairs of shoes during the year. Having accom- 
modated themselves to existing conditions they 
are in line for their share of the prosperity so 
widely predicted. 


Named and advertised lines are the best 
thought. The manufacturer who christens his 
shoe acts as its Godfather. He feels responsi- 
ble for his product while it is on the feet of 
the consumer. No wonder wholesalers like to 
carry and retailers like to sell trade-marked 
lines. Orphan shoes have lost their appeal. 


If these words fall under the eyes of re- 
tailers who are not converted to the new faith 
let them think it over. The manufacturer, 
distributer and retailer who are linked together 
are a reliable triumvirate. Trade with them 
and be a link in the modern chain of merchan- 
dising. 

Whether you trade with the writer of these 
lines or not the principle holds good. If you 
decide to get into good company we are willing 
to take our chance of getting a share of your 
business. 


: Watch for the next editorial in the Boot and 
Shoe Recorder. 
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Who’s Who on the Road 


N.S. T. A. Boosting N.S. R. A. $4,000,000 Campaign 
To Double Men’s Shoe Business 


RANK B. KING, chairman of the 

N. S. T. A. Style Committee, pre- 
sented the report of his committee, a 
compilation of the footwear fashion re- 
ports submitted by the various travel- 
ers’ style sub-committees, at the recent 
conference of the allied trades held at 
the Hotel Astor, New York. 


H. BOYLE, 
* formerly rep- 
resenting the 
Juvenile Shoe 
Corporation, has 
recently joined 
the Shaft-Pierce 
Shoe Co.’s_ sales 
force in Okla- 
homa and part of 
Kansas. Mr. 
Boyle is well 
known in the sec- 
tion of the coun- 
try which he is 
to cover for the 
Shaft-Pierce Shoe Co. “He is a real 
live wire and a_go-getter,” writes 
Charles G. Sharp, sales manager of the 
Shaft-Pierce Shoe Co., “and is one of 
the many salesmen boys on the road 
who are good RECORDER ‘boosters.’ ” 


John H. Boyle 


OHN ALLEN, a 

thorough shoe- 
man who, as his 
many friends in 
the trade say, 
“knows his stuff,” 
recently made ar- 
rangements to rep- 
resent the J. I. 
Melanson & Sons, 
Corp., of North 
Adams, Mass., in 
Illinois, Missouri, 
Kansas, Iowa, Min- 
nesota, South Da- 
kota, Nebraska, 
Colorado, Utah, with Salt Lake City as 
his farthest Western point. Mr. Al- 
len’s last connection was with the 
Juvenile Shoe Corporation of America, 
which house he has represented for the 
past five or six years. with the excep- 
tion of about a year with the Scheiffele, 
Buffalo, branch of the United States 
Shoe Company, when he traveled IIli- 
nois, Iowa, Missouri, Nebraska and 
South Dakota. John has always spe- 
cialized in selling shoes for the young 
folks. He is a hard worker, and since 
he returned from a vacation in Eng- 
land, his old home, a year ago the first 
of September he has not had but two 
weeks’ vacation. By the way, John has 
not stopped enthusing over his visit 
cross seas since his return. He has 
four brothers and one sister “Over 
There” and “it seemed good to see them 
all again,” fe says. Mr. Allen ran into 


John Allen 


BY HELEN M. HANEY 


the RECORDER cffice to say “Howdy” en 
route for the West, after a visit to the 
Melanson, North Adams, factory. He 
is delighted with his new line and 
speaks in glowing terms about its 
“wonderful style and quality, especially 
as it relates to Melanson’s growing 
girls’ shoes.” 
LFRED CLIFTON recently joined 
the salesforce of Knipe Bros., Inc., 
Ward Hill, Mass. Mr. Clifton, for the 
past seven years, has been connected 
with the O’Connor & Goldberg organi- 
zation at their State Street store, as 
assistant to Harry Silver, buyer of 
men’s shoes for this firm. He, there- 
fore, has a thorough knowledge of what 
the public wants in the way of foot- 
wear, and will be a good merchandising 
counsellor to the merchants in the big 
territory which he will cover, from Chi- 
cago to California. Mr. Clifton will 
also assist Knipe Bros. in styling the 
line. 


rurvevasenvenasznncenveneecnnuccoconcuncanceccceveconzcnecceeececonzzggengnnagongeavennnnnnane neva crete 


“WE’RE 100 PER CENT WITH 
YOU, PREXY GEUTING” 


The N. S. T. A. is to make a 
strenuous campaign to help put 
across the N. S. R. A. $4,000,000 
campaign to double the sale of 
men’s shoes. At the recently 
held style conference of the al- 
lied trades, held at New York, 
last week, President Charles W. 
Morrill of the N. S. T. A. studied 
the matter in detail with Presi- 
dent A. H. Geuting of the N. S. 
R. A. As a result of this meet- 
ing of the two national heads all 
travelers representing men’s shoe 
manufacturers will receive a spe- 
cial letter from National Secre- 
tary Delany, urging them to get 
solidly behind this movement. 
Not only are salesmen represent- 
ing houses making men’s shoes 
urged to boost this campaign 100 
per cent, but salesmen represent- 
ing concerns manufacturing wom- 
en’s shoes, for the reason that 
this campaign means the distri- 
bution of more pairs, and it is 
the thought that if men can be 
sold on buying more pairs for 
themselves, they will also buy 
more pairs for their families. 

The subiect of “Stvlishly Shod 
Men to Keep in Step with the 
Stylishly Shod Woman” will be 
thoroughly discussed, and the 
N. S. R. A. $4,000,000 campaign 
explained more specifically to all 
delegates attending the N.S. T. A. 
Convention, to be held at The 
Hotel Stevens, Chicago, Jan. 7, 
8 and 9. 











RANK H. YOUNG, a member of 
A the Indiana Shoe Travelers’ As- 
sociation, died recently in San Fran- 
cisco. Mr. Young formerly traveled 
Indiana, and had always retained his 
membership in the travelers’ organiza- 
tion of that State. For the past two 
years he has covered California for the 
Pontiac Shoe Mfg. Co. 


NDIANA shoe travelers, says Sec- 

retary Charles I. Slipher, are boost- 
ing Homer Beals, of Noblesville, Ind., 
vice-president of the N. S. T. A., for 
the presidency of the National Shoe 
Travelers’ Association. The Indiana 
boys intend to form a big delegation to 
attend the N. S. T. A. Chicago “get 
together,” and are going to do their 
best to place Homer Beals at the helm 
of the N. S. T. A. Mr. Beals has long 
been a conscientious worker in behalf 
of the National. As chairman of va- 
rious N. S. T. A. committees in past 
years, particularly that of Railroads, 
he has proved that he is a man of abil- 
ity, and that he ever has the best in- 
terests of the shoe traveler in mind. 
During the past year as vice-president 
he has performed willingly and well 
the duties of that office. 


ARLAND P. 

LEIGHTON, 
JR., known to his 
wide circle of 
friends in the 
trade as Page 
Leighton, son of 
Harland P. 
Leighton, one of 
the principals of 
Collella and 
Leighton Shoe 
Co., Inc., and who 
until recently, 
when the younger 
Leighton broke “arlend P. 
into the field, sold the entire output of 
his factory, has entered the ranks of 
traveling shoe salesmen for his father’s 
house, with all of New England as his 
territory. Page Leighton is a Boston 
University man, and went directly into 
the factory upon leaving college. He 
started work in the cutting room and 
studied leathers, lasts and patterns, 
graduating from the finishing room 
after a three years’ practical course in 
shoemaking. During his first week as 
a shoe traveler, he covered the western 
part of Massachusetts, Providence, 
New London and New Haven, and re- 
ports that he is selling many pump pat- 
terns. Between trips Mr. Leighton will 
make his headquarters at the Boston 
office of Collella and Leighton Shoe Co., 
Inc., at 532 Statler Building, Boston. 


(Photo by Waid) 
Leighton, Jr. 
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1837 x NINETY YEARS OF 6X Sey QUALITY PRODUCTS & 1927 


e 
of Crepe Rubber Sole 


There is always a standard by which anything is compared and 
bottoming materials are no exception. How does it compare 
with “RAJAH” is a perfectly natural question, with analysis 
invariably resulting in the original and only genuine “RAJAH” 
crepe rubber sole maintaining its preeminent record of outstand- 
ing superiority. 

Sport shoes bottomed with “RAJAH” crepe rubber, tread at all 
times as if walking on turf, with a sense of security and stability 
beyond comprehension, except by wearing. The soles are light, 
marvelously flexible and resist wear. “RAJAH” crepe rubber 
raises the quality of shoes and their selling power without in- 


creasing price. 


Sport shoes possessing the most satisfying characteristics can be 
had, if you confine your purchases to those lines which carry 


soles of “RAJAH” crepe rubber. 








“The Hale Process” of working vulcanized and un- 
vulcanized rubber assures quality products. 


Alfred Hale Rubber Co. 
Atlantic st.1837 Jilass 


“Quality Rubber Soles for Fine Shoes” 


x *% x @eeee x x x. SOLES x . x CANVAS SHOES 
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ERNIE BOYLE, for twenty-two 

years with the A. S. Kreider Co., 
in the Central West, now has the line 
of the Juvenile Shoe Corporation of 
America in Pennsylvania, Ohio, Mich- 
igan, Illinois and Iowa, comprising the 
territory formerly covered for the 
“Juvenile” corporation by John Allen. 
Possessed of a personality that appeals 
direct to a buyer’s heart as well as to 
his reasoning faculties, Bernie Boyle 
counts his friends by his acquaintances 
and is welcome wherever he calls. 


ERLEY A. STONE, of Boston, well 

known to the volume trade of the 
country, has changed his sales office to 
212 Essex Street, Room 27. In his new 
location he is “next-door neighbor” to 
Walter Edelstein, secretary of the Shoe 
and Leather Men’s Credit Bureau. Mr. 
Stone has unrestricted territory, cover- 
ing the wholesale trade, chain stores, 
and big buyers throughout the United 
States. He represents the Victory 
Shoe Co. of Haverhill, Mass., on its 
genuine hand turn line; the Chester 
Shoe Co. of Lynn, and the A. E. Emer- 
son Shoe Co. of Haverhill, on their Mc- 
Kay lines, each in a different price 
range. 


MONG those shoe travelers from 

Boston and other sections who at- 
tended the shoe style conference of the 
allied trades at the Hotel Astor, New 
York, were the N. S. T. A. president, 
Charles W. Morrill, who stopped off 
there en route to Richmond to call on 
his trade with the line of the Durand 
Shoe Co.; John D. Baxter, P. J. Wat- 
son, who represents the F. E. Adams 
Shoe Co.; H. B. Smith, who represents 
the Jas. A. Bannister Shoe Co., and T. 
A. Delany, the National Secretary. 


ROBERT TRISTAN, formerly with 
Kurz & Lapidus, Inc., is now cov- 
ering Central Western territory for 
Thomas D. Mackey Co., Inc., Brooklyn, 
visiting the retail trade formerly served 
by Ben Blythe. 





SALESMAN STADEKER’S 
TRIBUTE TO MATRIX 


(Ralph Stadeker, dean of the 
E. P. Reed & Co. sales force, re- 
cently wrote a clever bit of verse 
in praise of the Matrix line. This 
tribute to the line which he has 
sold for a great many years 
sounds more like the enthusiasm 
of a 45-older instead of a veteran 

- of 75 years, which all goes to 
prove that “A man is as old as 
he feels.”) 


There was an old woman, 

Ill-fitted with shoes; 

She had many pairs, 

But none could she use. 

Till one day, behold, 
greatest of glee, 

She danced the jazz Charleston 
quite merrily. 

And smiling and singing she 
joyously cried, 

“I'm happy! My feet, folks, are 
well Matricized!” 


in the 

















WORTH-THINKING-ABOUT 
FACTS 


(From “The Mayer Merchandiser”’”— 
Sent to its Salesforce by The F. Mayer 
Shoe Co.) 


Statistics show that one out of 
every 200 makes good. One na- 
tionally known concern states, if 
one out of thirty new men with 
them makes good they are satis- 
fied. Another large concern 
states that out of 500 men only 
21 proved worthy or capable of 
earning a living on the road and 
making a profit for the house. 


1 Out of 23—Think of It 


There are no born salesmen, 
as there are no born lawyers, 
doctors or mechanics. They all 
have to study to make a success. 
They are plodders, pluggers and 
students who roll up success and 
rank as 1 OUT OF 23. 

The day of miracles has 
passed. Salesmanship is con- 
stant study—application and 
good sound horse sense mixed 
with a determination of NEVER 
SAY DIE. 

Some of us are too smart to 
succeed. We know so much about 
so many things that we never 
find out what we are good for. 


THIS IS A DAY OF SPECIAL- 
IZATION 


YOU AND I ARE IN THE 
SHOE BUSINESS 


Failures are the consequences 
of mistakes, poor judgment, 
lack of resources, lack of inter- 
est. Successes are the result of 
careful planning, sound judg- 
ment brought about by careful 
study and a constant application 
of this knowledge gained by be- 
ing a student of your chosen 
line of work. 
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4 Keen N. S. T. A. secretary is send- 
ing to each and every policyholder 
of the N. S. T. A. group life insurance 
an attractive white steel key ring and 
identification tag. On one side is the 
N. S. T. A. emblem and on the obverse 
is the number of each policyholder’s 
certificate, reading as follows: “I am 
insured under No. — by the National 
Shoe Travelers’ Association, Boston, 
Mass.” This serves not only as a souve- 
nir of the N. S. T. A. insurance fea- 
ture, but also as an identification in 
case of lost keys, or in the case of acci- 
dent or sudden death of the policy- 
holder. 


HARLES FRANKLIN HIGH, age 

forty, traveling salesman for the 
Crowder Cooper Shoe Company of In- 
dianapolis, died at the home of his pa- 
rents at Elwood, Ind. Mr. High was 
taken to the home of his parents, the 
Rev. and Mrs. John High, at Elwood, 
three weeks ago suffering of pneu- 
monia. He is survived by a widow and 
one child, Ralph High, and his parents. 
Mr. High was well known among the 
shoe men of the State.—(UTPS) 


ANY a member of the shoe trade 

visiting Wilmette, one of the at- 
tractive towns some few miles out of 
Chicago, has eaten roast chicken dinner 
at the home of Frank B. King, who 
sells the output of the firm of which he 
is a member, Wm. Goldstein Shoes, 
Inc., so when a telegram came from 
Mrs. King during the recent days 
of the allied shoe trades’ styles con- 
ference at New York announcing that 
Mr. King’s barn, where his prize birds 
were kept, had been destroyed, conster- 
nation reigned for a moment. Then 
Frank told some of the boys and the 
really serious loss was made the sub- 
ject of a joke. Frank remarked that 
he did not know what caused the fire, 
as roosters do not smoke. “But chick- 
ens do,” rejoined Secretary Delany. 
However, all present were forced to ad- 
mit that the prize roosters “were game 
and went up in smoke.” 


P. RICHARDS, specialty sales- 

# man for the Sunlight plant, a fac- 
tory-direct proposition of the Hamil- 
ton-Brown Shoe Co., was one of the 
Boston delegation of salesmen who at- 
tended the allied trades’ style confer- 
ence at the Hotel Astor, New York, 
and from there took a trip to the St. 
Louis factory. He returned to his Bos- 
ton headquarters at 606 Atlantic Ave- 
nue, today, Nov. 12. 


é6¢TQ@ATHER AND SON” retail shoe 

stores have been known for some 
little time. A new version of the 
“Father and Son” idea became a reality 
early in May of this year when Charlie 
Taft, Sr., joined Charlie Taft, Jr., in 
covering the New England States for 
P. W. Minor & Son., Inc., of Batavia, 
N. Y. Mr. Taft, Sr., was for many 
years credit manager of the Utz & 
Dunn Co. of Rochester, N. Y., and after 
the liquidation of that firm decided to 
“team up” with his son, whose rapidly 
growing volume of business in the East 
demanded additional assistance. That 
the “Dad and Son” combination is a 
success is verified by the fact that the 
territory covered by them shows a re- 
markable increase in sales over the 
same period of last year. 


Here are “Father and Son,” 
Charlie Taft, Sr., and Charlie 
Taft, Jr., snapped at the close of 
their second trip together which 
started in August at Greenwich, 
Connecticut, twenty-eight miles 
from New York City and ended 
in October at Presque Isle, Maine, 
five hundred miles north of Bos- 
ton. During this time nearly five 
thousand miles and all six of the 
New England States were covered 
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Black Suede 
Among Our Best Sellers 


IN STOCK 





Goodyear Welt = if \ AR Special Process 














Stock No. 


Stock No. 
B636 


B646 


Genuine Brown Alligator 


B674—Genuine Brown Alligator, Wide One-Strap, Goodyear Welt $7.25 


“CLARE” “REBA” “ALFA” “ARABY” 
2% . : Cuban and “Goodyear Welt” 
seinen iN: q . Covered Heel 


B-249—Brown Suede 
" (Cuban Heel) ......85.25 
B-20S—Black Velvet 
B-265—Black Suede. .85.00 with Braid Trim... .$4.75 B-280—Black Suede B-189—Black Calf 
B-248—Brown Suede. 5.00 (Cuban Heel) ...... 5.00 with Black Grain Calf 
B-573—Black Satin.. 4.25 B-202—Brown Velvet | _ Trim Py 
B-289—Silver Kid.... 6.00 with Braid Trim.... 4.75 Heel) 50 B-199—Tan Calf with 
B-773—Patent (Spike Grain Calf Trim.... 5.00 
1) 4.75 





5 
25 
3 


B-266—Brown Velvet. 25 


B-279—Black M 
4.75 


SEE MENIHAN and MENIHAN ARCH.-AID Lines at ST. LOUIS 3 3% t 
PAGEANT, November 28, 29, 30, December 1, Hotel Mayfair, Rooms : 
1004, 1006, 1008. area wee 


THE MENIHAN COMPANY 


Pittsburgh Office: SHOEMAKERS FOR WOM.IN New England Office: 
Draper Hotel 


Henry Hotel 
W. A. BARNEY Rochester, N. Y., U. S. A. BLLIOTT La mennn an 


New York Office: 846 Marbridge Bidg. San Francisco Office: Plaza Hotel 
B. W. MOYLAN H. 8. KUSHINS 


Union Trust Bldg. Los Angeles Office: 107 East Sth 
NKS Cc. E. VanDEGRIFT ome 


Chicage Office: Majestic Hotel Detroit Office: Book Cadillac Hotel 
¥F. J. SATEK H. P. CALVEY 


Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Send for Catalogue of Other Styles in Stock 














Cleveland Office: 1599 
A. F. JE 














St 
to be 
opene| 
Stock 
Men’: 
will b 











Shoe Merchants News 


in the Boot and Shoe Recorder 








— 
— 


NATIONAL NEWS 


SATURDAY, 


NOVEMBER 12, 1927 


EVERY WEEK 








Chicago Shoe Merchants Using 
Forced Draft Advertising 


Publicity Needed to Keep 
Up Consumer Interest in 
Footwear, Say Mid-West- 
ern Retailers, Using Full 
Pages 


Cuicaco. ILL.—A trace of Jack Frost 
in the air is needed by Chicago retail 
shoe merchants to put more pep into 
shoe selling. October business, on the 
whole, was disappointing due in part 
to midsummer temperatures and par- 
tially attributable to the active buying 
in August and September when cooler 
weather and advancing costs enabled 
merchants to anticipate fall trading to 
some extent. 

The extent to which advertising is 
required to move merchandise is more 
significant than ever before. An out- 
standing illustration of this condition 
was supplied by one manager of a State 
Street shoe department who used print- 
ers’ ink for the first seven days of 











October in connection with other spe- | 


cial sales efforts. 


showed a gain of some $3,000. For the 
ensuing three weeks no advertising was 
used with the result that not only was 
the $3,000 gain dissipated, but a small 
deficit encountered during the closing 
days of last month. 


At the end of the | 


first week in October this department | ] 1 
| Co. announces that its September ship- 


| inventory. 


Renick Buys Gregg Store 


WASHINGTON CouRT House, OHIO 
(UTPS)—The retail clothing and shoe 
business in Washington Court House, 
Ohio, founded by George A. Gregg 27 
years ago, has been purchased by 
George S. Renick, who was formerly 
Kansas City buyer for the National 
Cloak & Suit Co. Previous to that 
connection he was a buyer for a num- 
ber of department stores. 


Swope to Sell Perfume 


St. Louis, Mo.—A line of perfume 
has been added by the Swope Shoe Co. 
They have concentrated on an imported 
product and are approaching the new 
venture cautiously with a view of feel- 


ing out the public reaction to perfume | 
being merchandised through a_ shoe | 
They are the first shoe store to | 


store. 
inaugurate the policy in St. Louis. 


Sales Records Broken 
ATLANTA, GA.—The J. K. Orr Shoe 


ments were 80 per cent of the Aug. 31 
October was still better, 


| showing a point or two over 100 per 


Studying shoe advertisements in the | 


daily papers discloses the extent to | 
which the regular channels of trade are 
congested with distress 


merchandise | 


plus the recognition and employment of | ° 


forced-draft trading to a point where | 


the public seems to require a steadily 


increasing urge before responding. This | - 


unnatural stimulus has expanded to a | 
point where ten or twelve pages are be- | 


ing used by individual department 


stores and page copy for shoe stores or | 


“strings” has long since lost the charm 
of novelty. 


Herein lies a tremendous appeal to | 
independent retail merchants to con- | 


sider the advantages of being asso- 


ciated in the thought of their prospec- | 


tive patrons with the forceful national 


advertising campaigns being conducted | 
in the popular magazines, on billboards | 


and in daily papers with branded lines 
of merchandise. 


New Store in Stockton 


Stockton, CaL.—A new shoe store, 
to be known as Miller’s Bootery, will be 
opened soon at 427 East Main Street, 
Stockton, with O. E. Miller in charge. 
Men’s and women’s shoes at $5 to $10 | 
will be featured. 


cent shipments of the stock on hand on 
Sept. 30, equalling an annual turnover 
at rate of 9 and 12 times, and bettering 
the records of the last five years by 
nearly 100 per cent. 


er aennecenrnaneneenavernavnersenni 





Five Generations Served 
by One Store 


“Our old friend Charles F. Spies 
has a distinction that not many 
merchants have. He has sold five 
generations of the Eberly family 
shoes. Since starting in business 
in Boswell several years ago he 
sold to David B., father of I. B. 
Eberly; to I. B., father of Wil- 
liam G.; to William G., father of 
Allen E.; to Allen E., father of 
Richard Lee, and also to little 
Richard Lee. 

“This is quite a good reputation 
for Mr. Spies and his store, as 
it bespeaks quality, price and 
courteous treatment or he could 
not stay in business that long 
and hold the business of five gen- 
erations.” 

(Reprinted from the Boswell Enter- 
prise, Boswell, Ind.) 











: |of stockrooms and other 
= |more extended description of this unique 
department will appear in a later issue. 


= | been announced. 


& G. Open “Madem- 
oiselle”’ Dept. 


Pee Chimage Roening Pet 


O'CONNOR & GOLDBERG 





OO. nada oes 
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On the second floor of The O’Connor 
& Goldberg Madison Street Bootery, 
these foremost exporients of the beauti- 


|ful in shoes opened a second floor de- 


partment on Oct. 22 devoted exclusively 
to fashion footwear for young women. 
The department, announced in elab- 
orate advertising presentations, is 
known as The O-G Mademoiselle De- 
partment. The decorative treatment is 
derived from the interior designs of 
Parisian establishments and comprises 
a color treatment daring and yet artis- 
tic. The space devoted to the new de- 


: | partment extends a hundred and fifty 


exclusive 


feet in width by twenty feet, 
A 


facilities. 


New Philadelphia Store 


PHILADELPHIA (UTPS)—Opening of 
a new shoe store at 632 Race Street by 
three men with long experience in the 
retail shoe business of this city has just 
The owners of the es- 
| tablishment are Israel Berliner, Jacob 
| Greenberg and John Saraceno. 


New Shoe Stores 


Zavitz Shoe Shop (J. Zavitz, proprie- 
ter), 203 Cleveland Avenue, N. W., Can- 
ton, Ohio. 

J. W. Wilson Store, 
| Ky., shoe department. 

Theodore H. Morton, Newton, Mass. 

S. Nice, Waltham, Mass. 


Bowling Green, 
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POM PASTE . 
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Bridge parties, social teas, club meetings, dinner dances, the theatre and 
other means of diversion and entertainment are sure to move, quantities 
of beautiful shoes from your store, which will be so soiled the first time 
worn that Sue, with mother and Bess, will rush you for 


GOLD AND SILVER DRESSING 


to restore the beauty that won their hearts and contributed to their happiness. Our heavy 
for kid shoes, and light for brocade shoes will be the means of you satisfying their demands. 


STICK SUEDE CLEANER 


is a superior dressing for all suede shoes. Cleans the shoe and restores the nap without 
harm to the color. Made in colors to match any leather. 


CHIC LIQUID SUEDE DRESSING 


is preferred by many to stick cleaners. This liquid preparation for cleaning suede shoes 
will not harden the leather or rot it. _A brush with each package makes its application 


easy. Results are immediate and enduring. 


OIL PASTE SHINE POLISH 


will be appreciated by your gentlemen customers who realize that a few minutes spent on 
their footwear each morning may add dollars to their income during the day’s work. The 
best way to start the day is to—start fresh. Packed in the handy tin for black and tan 


shoes. 
Don’t let the “haven't got it” alibi queer a profit when 


it’s offered you. See your jobber; he'll supply you from 
stock. 


WHITTEMORE BROS. 


MANUFACTURERS OF SUPERIOR SHOE POLISH NEARLY A CENTURY 
BOSTON, MASS. 
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Foot-Print Paper 
R. W. FREY 


Bureau of Chemistry and Soils, U. S. De- 
partment of Agriculture 


eas | 


| ate 
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* 
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Print made with soap on paper 
dyed with Brazil wood extract. 


As the result of an inquiry for a 
practical way of accurately register- 
ing the outline of the foot on paper, 
preferably by the use of a generally 
available household material, the fol- 
lowing procedure was developed. It 
is believed that this procedure for re- 
cording the outline or “size” of the foot 


is more accurate than the usual meth- | 


ods of standing on a tape or of trac- 
ing the contour with a pencil held 
against the foot. For insuring an ac- 
curate fit of foot and shoe it is not con- 
tended, however, that any of these pro- 
cedures is a satisfactory substitute for 
completely measuring the foot or for 
actual trial with shoes. 
_The procedure is based on the selec- 
tion of an indicator or coloring prin- 
ciple that will give with soap a pro- 
nounced or contrasting color change 
from acid to alkali. A suitable paper 
that has good absorbing properties and 
little or no tendency to pucker when 
wet, such as filter paper or a good 
weight mimeograph paper, is selected. 
The paper must have a slightly acid 
reaction to the particular coloring prin- 
ciple to be used. It is impregnated by 
dipping or passing through a solution 
of the coloring agent and then dried. 
Although, no doubt, a number of ma- 
terials may be used, good results have 
been obtained with filter paper and a 
solution of 16 grains of methyl red in 
one-half gallon each of water and ethyl] 
alcohol. The paper is colored an at- 
tractive pink, if of proper acidity; the 
print with soap is yellow. 
much cheaper procedure, yielding 





| 

| 

| In decorative treatment, furnishings 
and all those other factors which enter 
| into the making of those intangible re- 
| sults termed “atmosphere” and “back- 
| ground,” Chas. H. Stevens & Bros., Chi- 
| cago, opened an exclusive retail estab- 
| lishment on Michigan Avenue last week 
which is the closest approach to a 
| French shop in America to be found this 
side the Atlantic. 

The store is one of a block of “shops” 
extending from Seventh to Eighth 
Streets, on the ground floor of “The 
Stevens,” and the adjoining small 
stores, devoted to antiques, oriental 


merchandise, flowers, candy and men’s | 


wear, supply an exclusive setting for 
this latest shop, where “Laird-Schober” 
shoes constitute the only footwear car- 
ried. Selling prices start with fifteen 
dollars the pair. The management will 
cater extensively to special business. 

In addition to shoes, attractive stocks 


New Shop Opens in Chicago 


|of high grade hosiery, bags, ornaments 
|and buckles are artistically displayed 
|in the shoe shop, which occupies the 
south end of floor space, extending 145 
|feet along Michigan Avenue frontage, 
the north end of this space displaying 
| ready to wear gowns and wraps of the 
latest mode. 

Visitors to the Chicago market will 
find much to study and admire in the 
|colorings, decorations and lighting of 
this latest addition to Chicago’s many 
beautiful shoe stores. Silk damask, 
| French marble, indirect lighting and 
individual original furniture items all 
| contribute to the harmonious whole, im- 
pressing every visitor with an eye to the 
beautiful in interior decoration. 

The forward stock, entirely con- 
cealed from view, numbers some 3000 
pairs and is readily accessible from the 
“floor.” 








equally satisfactory printing results, is 
to use a white chemical wood mimeo- 
graph paper and a solution of 1% 
ounces of Brazil wood extract (51° 
Tw) in one gallon of water. The 
paper is dyed red and yields a purple 
print with soap. 

A print on mimeograph paper colored 
with Brazil wood extract is shown on 
the accompanying illustration. 

To take a print the bottom of the 
foot is rubbed over with a wet cake of 
any white toilet soap, and then steadily 


pressed on the paper for an instant. | 


The foot should not be dripping wet or 
covered with suds. 


New Foot Friend Shop 


CANTON, OHI0O—An interesting addi- 
tion to the retail shoe business of Can- 
ton has been made by the formal open- 


ing of the Zavitz Shoe Shop at 203 | 


Cleveland Avenue, N. W. Foot Friend 


shoes for women will be featured ex- | 


clusively in this shop. This is the first 

time an exclusive shoe shop has fea- 

tured this line exclusively in this city. 
The shop is on the parlor plan. The 





front half of it, devoted to the servic- 


ing of customers, is attractively ar- 
ranged and fitted up as a parlor. The 
| furniture, in attractive designs, is en- 
tirely in keeping with the appointments 
|of the shop. The rear half of the shop 
| is used for the stock. 

The shop is owned and maintained by 
J. Zavitz, who is well known in retail 
shoe circles throughout Ohio. 


Bright Colors for Store 


SUPERIOR, Wis.—The Panor Shoe 
| Co. has entered Wisconsin with a 
| new store in this city which was onened 
on Oct. 28. It is located at 1315 Tower 
Avenue. The store is done in Chinese 
orange. black, green and gold. The 
light fixtures in the large display win- 
dows and in the store correspond to the 
color scheme of the interior decorations. 
| A parlor atmosnhere is created by the 
furniture and floor lamps and by the 
| arranrement of the interior. 
A. T. McGuire, who has been man- 
| aver of the company’s store at Duluth, 
Minn., has been appointed to take 
|charge of the new Superior store. 
Ladies’ shoes, hosiery and rubber foot- 
wear are to be carried. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs | 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 
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ft AMERICAN SEATING COMPANY q 
i 1016 Lytton Building, Chicago, Illinois : 
: Gentlemen: Send me, without obligation, your helpful 32-page_! 
| book, “New Styles in Shop Seating.” : 
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Five Great Features 

Greater seating capacity— chairs in- 
terlock. 

Greater beauty of finish and desiga. 

Greater comfort for your customers. 

Greater durability—chairs are guar- 
anteed against ockeen: 

Greater economy in cost. 15 years of 

experience to serve and assist you. 





American Seating Company 


1016 Lytton Bldg. Chicago, Illinois 


Branch Offices: 
Philadelphia: R. 703-1211 Chestnut St. 












New York: R. 601-119 W. 40th St. 


Bosten: R. 302-69 Canal St. 
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Stage Stars and Band 


Help Open New Store 


MILWAUKEE, WIs., Nov. 4—Milwau- 
kee was treated to a novel opening 
of a shoe store when the Wise Shoe Co 
opened its store here, for the company 
had several stage stars and Henry 
Santrey’s band act as hostesses to the 
ladies of Milwaukee who visited the 
store. Santrey and his band and the 
“Nine Debutantes” were playing at the 
Palace-Orpheum Theater here during 
the week and Miss Evelyn Hoey, star 
of the “Yours Truly” musical comedy, 
was playing at the Davidson. Miss 
Hoey and the other nine stars received 
the guests and gave them souvenirs 
and flowers, while Santrey’s band furn- 
ished the music. 

Between 6000 and 7000 ladies were 
attracted to the store on the opening 
day, according to Harry Levy, Phila- 
deiphia, who was here with A. Schoen, 
president, and Lawrence Schoen, sec- 
retary of the company. Three thous- 
and roses were given out during the 
day. 

Prior to the opening of the store, the 
company ran “teaser” copy in the local 
papers headed by the question, “What 
Do 199,598 Milwaukee Women Want ” 
Each day the paragraph of copy 
was changed and at the bottom, the ads 
told that 199,598 women in Milwaukee 
need pay no more than six dollars a 
pair for their shoes. On the day be- 
fore the opening, a larger amount of 
space was used and this ad was headed, 
“The Final Answer to the Needs of 
199,598 Milwaukee Women.” A com- 
plete announcement of the opening of 
the store, the fact that it carried only 
shoes priced at $6, and. -six different 
styles of ladies footwear were embodied 
in the ad. 

The store is located at.115 Wisconsin 
Avenue in the Plankinton Arcade 
Building. Two sets of display windows 
are provided, one facing Wisconsin 
Avenue and the other facing the in- 
terior of the arcade. They have a 
stone background. The interior of the 
store is finished in walnut. The light- 
ing fixtures are those patented by the 
Wise company and used in its other 
stores in the East. A balcony is over- 
head. The seats are arranged in rows 
and are comfortable leather ones. 

Mr. Schoen made his first trip to Mil- 
waukee when he came for the opening 
of the store. He arranged for the new 
store from a map. He presented Miss 
Hoey with a large gilded key and an 
arm bouquet of roses and chrysan- 
themums when the store was formally 
opened in the morning. 

G. Hillyer, who formerly operated a 
retail-shoe store known as the Hillyer 
Boot Shop at 438 Farwell Avenue, Mil- 
waukee, is manager. 


Officers Elected 


INDIANAPOLIS, IND. (UTPS)—At the 
recent election of the Marott Shoe Em- 
ployes Benefit Association, George I. 
Thompson was elected president. Other 
officers elected were: H. L. Noble, vice- 
president; Miss Ruth Devine, secretary, 
and J. Edward Keller, treasurer. Di- 
rectors named were: S. D. Kingsbury, 

. W. Frame, Clarence Grinstead, Miss 
Juanita Shafer, H. G. Summers and 
J. P. Murphy. 


How Weiss Doubled His Business 


Anna Grace Welling, “The Sleepy Time Girl” of the “Weiss Quality Shoes” 
style revue, is shown at the left, radiant in a black and gold striped pajama 
costume, made of the same material as the background of the new. window 
trim of the “Weiss Quality Shoes,’ Summer Street, Boston store, installed 
by Jack Garibaldi, the new window trimmer for all of the 56 Weiss stores. 
Her pumps were of black satin, with baby Spanish heels; her hosiery was 


moonlight chiffon. 


She carried on the runway a large gilded basket, filled 


with shoes, which she tossed out of the basket, like flowers, at intervals of 

every five feet, and then slid the shoes along to the end of the runway, 

the while Morey Pearl’s orchestra played and sung “Sleepy Time Girl.” 

She was awakened from her slumbers when she was about to be fitted to 

a pair of these shoes by her father, Frank Welling, assistant manager of 
“Weiss Quality Shoes,” shown at the right 


Boston.—How they sold their large | patent, calf and kid were featured 


stock of patent leathers, satins, kid 
and calf shoes, despite the big demand 
for suede, and how they are now do- 
ing a lively business on shoes of the 
last-named leather, was told recently 
by Frank J. Welling, assistant store 
manager of “Weiss’,” 
en’s shoe store, of this city. 

“A new method of merchandising— 
and a new form of advertising—it cost 
money, but it paid,” added M. L. Fox, 
store manager. This strategic selling 
move was accomplished by means of 
“The First Annual Ball of the Em- 
ployees of Weiss, Quality Shoes,” held 
on Oct. 19 at “The Tent,” Huntington 
Avenue, with Morey Pearl’s Broad- 
casting Orchestra, a style show, with 
16 models from the leading local the- 
aters; prize dances, and a 15-minute 
footwear fashion broadcast. About 
1400 people were in attendance, 60 per 
cent of whom were girls. All custom- 
ers of this store received complimen- 
tary tickets; their escorts bought their 
own. “The Tent” was artistically dec- 
orated with soft, silk covered lights in 
orchid blends to match orchid trim in 
the store window. There was a 50-foot 
runway, which had a permanent adorn- 
ment of shoes, festooning the draperies 
of the board, and placed on the run- 
way, itself, at intervals of five feet 





apart. Shoes of black satin, 


exclusive wom- | 





black ! 


strongly. Many a time, between the 
dances the ladies were seen to pick up 
a certain shoe which suited their fan- 
cy, and examine it at closer range. 
The festivities commenced at 9 p. m., 
with a 20 number dance program; the 
style show was held from 10.80 until 
11 p. m., with prize dances and special 
songs following. The winners of each 
contest received a pair of Weiss’ shoes. 

“*The Tent’ was leased for the en- 
tire evening, and that item, with the 
expense of broadcasting and inciden- 
tals, cost ‘a pretty penny’,” said Mr. 
Welling, “but our business has doubled 
as a result,” he added. “We have 
cleaned up on slow sellers, and have 
enough sizes and widths on suedes to 
meet the active demand that is now on. 
Another good feature of this affair 
was the arousing of a friendly spirit, 
not only among the members of the 
store’s personnel, but among the em- 
ployees of those houses who cooperated 
with us in the style revue—and most 
important of all, it pleased all of our 
old customers, and made many new 
ones.” The ball committee was com- 
posed of F. J. Welling, chairman; Ruth 
Silver, store bookkeeper, treasurer; 
M. J. Seidenberg, general manager 
and a member of the firm of “Weiss 
Quality Shoes”; M. L. Fox, store man- 
ager. 
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NETTLETON 
Shoes of Worth 
A. BE. NETTLETON CO. 


. W. COOK, President 
Syracuse, N. ¥., U. 5. A. 
MEN'S FINE SHOES EXCLUSIVELY 























Richards & Brennan Co., Randolph, Mass. 
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BOSTONIANS 


SHOES FOR MEN } 
COMMONWEALTH SHOE & LEATHER CO. 














WHITMAN, MASS. 
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Tl Seuth Street 
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EAST WEYMOUTH, MASS. U.8.A. 











HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














Lynn Market 
Reports Output 
Gain Over 1926 


New Sample Lines for Spring to 
Be Ready Soon 


LYNN, Mass.—Some shops are busy 
and some shops are dull, which is usu- 
ally the case in November. Prices are 
easier for the moment, with tanners 
predicting further advances when the 
new season opens. New sample lines, 
ready about Nov. 15, will present 
Lynn’s interpretations of the recent 
style conference in New York. Several 
firms again express the thought that 
new styles for 1928, or “novelties for 
1928,” as some say, be not rushed, but 
held back until the time is ripe to sell 
them at a profit. 

Tanners continue active on suede 
leather, which is a sign that the satura- 
tion point for this class of stock has 
not yet been reacehd. The bag and 
belt trade is taking much suede leather, 
in obedience to the fashion of bags, 
belts and shoes to match. New lustre 
leathers are getting much attention. 
as well as colors of the chart in calf 
and kid. 

William F. Hooley of W. F. Hooley 
Shoe Co., has started on samples of fine 
turn shoes for the Chicago show. James 
Daly of Daly’s Golden Rule factories, 
reports his three shops sold ahead to 
Dec. 10. Unity Shoe Co. has started up 
its new shop at 266 Broad Street. It 
plans to make 100 cases a day, all 
smart style McKays. 

Arthur Harney of Harney Shoe Co., 
says that suedes, especially browns, are 
running ahead of patents in his shop; 
also heels are higher again, with recent 
orders calling for heels 21/8 high. 
Perley Randall of the Randall Shoe Go., 
reports a brisk business in dancing 
slippers of gold and silver kid and fine 
fabrics. By contrast, is the report 
from A. Fisher & Son, of an unusually 
large production of household slippers, 





| and also of warm lined boots. 


For an unusual instance of shoe- 
making there is the stitching of fiddle 
shank shoes by machine in the factory 
of A. E. Little & Co. The Littleway 
machine is used. The common story is 
that fiddle shanks are so slim they 
should be stitched bv hand. 

The Lynn Chamber of Commerce, 
at its recent annual meeting, reported 
a 16 per cent increase in ‘the produc 
tion of shoes during 1926. and a furthe~ 
gain for this year yet to be counted 
up at the end of the year. 

Another interesting feature of 
Lynn’s business is the astonishingly 
low tax bills on shoe manufacturing 
enterprises. Thrifty city fathers have 
chonped down public expenses, and the 
saving is reflected in low valuations 






and low taxation, which in turn, has 
benefited much the productive indus- 
tries of the city. 











| 
Tremendous Imports | 


Increase in Foreign Shoes 61% 
in Value 


WASHINGTON, D. C.—For the 
first nine months of 1927 the 
United States imported 2,196,069 
pairs of leather footwear valued 
at $4,399,227, as compared with 
imports during the corresponding 
period of 1926 amounting to 1,- 
601,536 pairs, valued at $2,802,260. 

The 1927 importation of 1,075,- 
195 pairs of leather boots and 
shoes (free), valued at $3,894,030, 
represented an increase of 38.3 
per cent in quantity and 61.6 per 
cent in value over the 777,279 
pairs of bogts and shoes, valued 
at $2,409,007, imported during the 
corresponding period of 1926. 

During the 1927 period the 
United States imported 364,429 
pairs of leather slippers (free), 
valued at $295,774, an increase 
over the 201,758 pairs, valued at 
$182,548, imported during the cor- 
responding period of 1926, of 80.6 
per cent in quantity and 62 per 
cent in value. 

An increase in the quantity of 
dutiable footwear imported is also 
noted. During the first nine 
months of 1927, 756,445 pairs of 
dutiable footwear, valued at 
$209,423, were imported into the 
United States, an increase of 21.5 
per cent in quantity, but a de- 
crease of 0.6 per cent in value, as 
compared with the 1926 nine 
months’ importation of 622,499 
pairs, valued at $210,705. 











M. T. Shaw, Inc. to Move 


RACINE, Wis.—The M. T. Shaw, 
Inc., manufacturers of men’s shoes 
here for the last five years, has de- 
cided to move to Coldwater, Mich. 
beeause manufacturing costs in ‘his 
city are too high for the making 0! 59 
top price shoe such as the compny 
makes. The Shaw company will take 
over the plant formerly occupied by the 
Hoosier Shoe Co., in Coldwater, w! ich 
has 30,000 square feet of floor sp:ce, 
larger than the factory here and w!)ich 
will permit tripling the production. he 
Shaw company was organized 
about five years ago by Mr. Shaw, 
president, after he left the Racine “10¢e 
Co., where he was manager for ‘our 
years. Other officers are R. 
secretary; Emma Treichel, cashier, xnd 
W. P. Smith, superintendent. 
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Big Production Increase 


HAVERHILL, Mass.—The Harrysons 
Shoe Co., makers of women’s McKay 
novelties, this week took over the third 
floor of the J. H. Winchell factory, 13 
Locust Street, and are preparing. to 
double their production, advancing 
from 25 to 50 cases a day immediately 
with prospects of advancing to 70 cases 
at an early date. The firm will em- 
ploy 200. Harry S. Kesslen, formerly 
of the Kesslen Shoe Co., has joined his 
son Harry B. Kesslen, in the manage- 
ment of the business. The business 
was previously conducted by the son 
at 23 Railroad Square. 


Boston Shoe Shipments 
Not Affected by Flood 


Boston, Mass.—The heavy rains and 
floods which visited New England the 
latter part of last week did not affect 
the quick movement of shoe shipments 
appreciably, for the lines to New York, 
over the New York, New Haven & 
Hartford were open, and goods for the 
West were routed over those lines, via 
the New York Central. 

Manufacturers are sampling heavily 
on the light colors, with honey beige 
kid a favorite. Included in the light 
colors sampled are pastel shades of 
suede calf. Calf leathers in weights 
suitable for men’s shoes have moved 
freely, to fill an immediate demand on 
shoe manufacturers. Price does not 
seem to be a feature. 

During the past few weeks, cables 
have come from European tanners for 
calf. Tanners in this market have 
booked increased orders especially on 
their best grades at advanced prices. 
There is talk of a revival in the demand 
for patent leather, but calfskin is by 
far the stronger seller. England is 
a good customer on patent. There is 
a renewed interest in printed and fancy 
leathers. 


Fancy Buttons 


Fancy shoe buttons 
for use on strap shoes 
are being offered shoe 
manufacturers by the 
Manchester Textile 
Corporation, 220 Fifth 
Avenue. The buttons 


are imported and come | ©! : 
° | tire shop crew and many friends. 


in a wide variety of 
designs and colors. A 
few of the patterns 
are illustrated here- 
with, the reproductions 
being about _ three- 
quarters actual size. 





| style shoes daily. 


| city of Lynn. 





Milwaukee Work Shoe 
Factories Are Busy 


MILWAUKEE, WIs. — Manufacturers 
expect a fair to good fill-in business 
during the winter season on heavier 
shoes. The work shoe business is the 
most active in the industry here and 
the factories producing work shoes are 
running at a good capacity to fill orders 
on the books. 

The feature of the market is the 
great decline which has been noticed in 
the demand for black patents in ladies’ 
dress shoes according to Fred W. 
Callies of the Rich Shoe Co. He re- 
ported that the business on black 
patents had been reduced to a great 
extent this season. The brown shades 
have been in good demand, he reports, 
with brown suedes, kids, and velvets 
being taken in large quantities. The 
oe straps are in the front of the 
style procession, while pumps and ox- 
fords also have been g 

Slipper business is very good right 
now, according to Gilbert B. Mueller 
of the Kozy Komfort Shoe Manufac- 
turing Co. This is the rush period for 
the slipper manufacturers, who are pre- 
paring for the Christmas trade in fancy 
slippers of all kinds and the usual 
staple lines. Mr. Mueller said that his 
company is turning out: some beautiful 
models in varied colors to attract the 
public toward slippers, and that the 
total volume of business for the year is 
about 30 per cent ahead of a year ago. 

Samples for the spring lines have 
been sent out on the territories by the 
Weyenberg Shoe Manufacturing Co., 
Robert J. Dempsey, sales manager, 
stated. There is not a great deal of 
change in them outside of the fact that 
there are less light shades being shown 
than there were a year ago. There are 
many new combinations in the light 
shades which are being displayed and 
some combinations in blacks. The toes 
are about the same as they were, being 
of the medium and wide type. 


New Unity Plant Opened 


LYNN, Mass.—George Rosen of the 
Merchants’ Shoe Co. of Boston, and 
Irving Sachs of Shu-Stiles, Inc., mer- 
chants of St. Louis, were among the 
guests and speakers at the dinner of 
the Unity Shoe Co. in Lynn, last week. 
Both extended congratulations to the 
firm upon its progress. The Unity 
Shoe Co. started two years ago on a 
small scale. It has just moved into a 
factory at 266 Broad Street, where it 
is prepared to make 100 cases of smart 
The opening up of 
the factory was the occasion of the 
dinner, which was attended by the en- 


Samuel Winer, president of the 
company, conducted the exercises. Max 
Horn of the Horn Shoe Co. of Lynn, 
and “Dick” Apt of Manchester, con- 
veyed the greetings of other manufac- 
turers. Mayor Bauer represented the 
Louis Salvage, mer- 
chandising manager, explained the 
policies of the firm. Officers of the 
Unity Co. who were at the head table, 
are Samuel Winer, president; Harry 
Waldman, vice-president; Abraham 
Blackman, treasurer, and Louis Salv- 
age, secretary. 
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STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
Cot te Be Stetecs 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








3@ STYLES IN STOCK 
Ready fer Delivery en the Bot 


EMERS 
ON SHOE MFG. 6@. 














HAND TAILORED’ 
HAND LASTED 


Bion F-Revno ios Coa 
o TON, MASS 


WHERE TO BUY 
Standard Shoe Materials 


est Virginia 
Fibre Board 
Makes a satisfactory, 
long-wearing, ical 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 
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Strong and Flexible 


D Counter Board 


a} Made from 
is Long Fiber 


. y 
The Sterling wiher Board Co. 


Sales Office, 501 fth Avenue, 
New York 
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WHERE TO BUY 


Women’s Novelties 


6 A 





HOLIDAY FASHIONS @ 
Brown and black 
suede and velvet. 
Bronze Patent Lea- 
ther. 
Returnable samples 
sent at our expense. 
Samuel Cohen ¢ 
Shoe Co. . 
72 Lincoln St., 
Boston, Mass. { 











. WOMENS’ SPECLALTIES 
Latest Styles at 
Popular Prices 
in Stock. ~ 
143 ST.-NEW WRK Cry) 











FEATURE $4 RETAILERS 


Terms: 10% Saye. 
250 per . 
in 
N= ae 


Patent Testhes $3.10 
Pat. 


o. ay = “I Eutent, G. M. Pat. 
Pat. Trim. vent, Suede Trim. 


19/8 one i4/e i White Sheep 
Lined-Leather Inners. 


Other snappy novelties anne In-Stock 


Aronson Bros. Shoe Co., Inc. 
213 Essex. St., Boston, Mass. 
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WHERE TO. BUY 
“ — “ “Men’s Spats 
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MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 
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WHERE TO BUY 


Shoe Price Ticket Holders 
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POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 


POLLINGER CO. 
416 Victoria Bldg., St Louis, Mo. 














Menzies Shoe Company 
to Move to St. Louis 


Fonp pu Lac, Wis.—The Menzies 
Shoe Co. of this city is to move its plant 
to St. Louis, and a new corporation to 
act as a holding company has been 
formed, to be known as the Menzies 
Shoe Co. of Missouri. The new con- 
cern will have a capital stock of $500,- 
000 in first preferred 7 per cent stock; 
$250,000 in second preferred 7 per cent 
stock, and 100,000 shares of common 
stock of no par value. The common 
stock of the Wisconsin company is 
100,000 shares. 

Present common stockholders will be 
offered five shares of common stock of 
the Missouri company for each four 
shares of common now held, which ar- 
rangement, it is claimed, amounts toa 
25 per cent stock dividend. The hold- 
ers of the Wisconsin company’s 8 per 
cent preferred stock will be offered one 
share of the new 7 per cent stock and 
one share of common stock for each 
share of preferred stock now held. 

President S. D. Nichols reported 
that even with the enlarged capacity 
now at the company’s disposal, $1,000,- 
000 worth of unshipped orders. were 
disclosed by a recent inventory. It was 
explained also that the Wisconsin 
charter will not be surrendered, but the 
stock exchanged for shares in the 
Missouri company will be held by: that 
company. Officers of the new company 
will be the same as those of the old 
one, 





Brockton Ranks First 
in New England District 


HAVERHILL, Mass.—Haverhill stands 
second in the Massachusetts shoe in- 
dustry, according to figures released by 
the State Department of Labor and 
Industries covering the year 1926. 
Brockton leads the Massachusetts shoe 
cities, with Lynn third. Haverhill, in 
1926, was accredited with 361 shoe and 
allied factories, with a capital of $24,- 
025,541, the combined value of their 
products being $56,988,895, 51 per cent 
being restricted to boots and shoes. 
During this period 11,917 persons were 
employed in the shoe and allied crafts 
in this city. 


E. A. Burrill Honored 


BrockKToNn, Mass.—On his retirement 
from the Geo. E. Keith Co. executive 
force, where he has been credit sales 
manager for many years, 50 of the 
salesmen presented E. A. Burrill with a 
set of matched golf clubs, a leather bag 
and a dozen golf balls, the presentation 
being made on behalf of the company 
by J. Willard Horton. From the ex- 
ecutive building he received a traveling 
bag embossed in ostrich leather. From 
the heads of the departments of the 
company he received a handsome chime 
clock. Mr. Burrill has assumed his du- 
ties with the Kenyon Co., where he will 
have charge of the campaign to educate 
men in the wearing of more and better 
shoes, for the National Shoe Retailers’ 
Association. 





New Shoe Stores 


Moniesworth Store, Gustine, Cal., 
shoe department. 








Brown Dividend Increased 


St. Louis, Mo.—The Brown Shoe Co., 
at a meeting of the board of directors, 
held Nov. 1, increased the dividend on 
the common stock 50 cents per share a 
year. This makes the dividend on the 
common stock $2.50 a share per year. 





W. Thatcher Hollis Heads 
New Leather Company 


Boston—C. D. Kepner Leather Co. 
announces the retirement by mutual! 
consent on Nov. 1, 1927, of W. Thatcher 
Hollis as vice-president in charge of 
sales. This change in organization wil! 
not in any way affect the long estab- 
lished’ business of the C. D. Kepner 

ather Co, as exclusive agents for the 

a lines. 

Hollis will hereafter be located 
‘at 2207 South Street, Boston, where he 
will engage in business as a leather 
specialist under the name of W. 1. 
Hollis & Co. He carries with him the 
hearty appreciation of the ~ ee’ 
Leather Co. for ten years’ loyal and 
efficient service and its best wishes for 
all future success. 





Shoe Wholesalers to Meet 
in New York, Nov. 14 


New YorK—The anriual meeting of 
the Middle States Shoe Wholesalers As- 
sociation is scheduled for Nov. 14 at 
the Hotel Astor, according to an an- 
nouncement made late last. week. 

Discussions on the main topics of 
buying, sales, advertising and credits 
will take up most of the program, 
which will continue all day, with a 
luncheon recess at 1 p. m. 

Budget buying and cooperative buy- 
ing are among the specific topics set 
for discussion, as well as treatment of 
salesmen, turnover, effective advertis- 
ing, collections, dating, etc. 

New officers also will be elected at 
this meeting. 





J. A. Wilson Honored 


MILWAUKEE, Wis. — John Arthur 
Wilson, chief chemist for the A. F. 
Gallun & Sons tannery, Milwaukee, has 
been elected president of the Profes- 
sional Men’s Club of Milwaukee. Mr. 
Wilson is the author of a standard text 
book, “The Chemistry of Leather Man- 
ufacturing,” and has also written other 
works. He is consulting chemist of the 
Milwaukee sewerage commission. 





To Double Output 


HAVERHILL, Mass.—The Milche n 
Shoe Co., makers of women’s McKays, 
this week removed to the fifth floor of 
the cement factory, 151 Essex Street, 
where their output will be doubled. The 
new factory is now making 50 cases a 
day and expects soon to reach 60. Over 
200 operatives will be employed. One- 
half of the eighth floor of the same 
building was previously occupied by 
this firm. The members of the firm 2 
J. K. Milchen and Phillip Tinter. 1 
firm sells its product to the jobbi 
trade exclusively. 
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Well Trimmed Small Window 





The policy of concentration finds a 
1ew disciple in Carlat’s Foot Saver 
Shop of Kansas City, which recently 
has decided to specialize in Foot Saver 
shoes and has changed its name to con- 
form to the new merchandising policy. 
The Carlat store has always been re- 
garded as one of the successful stores 
of the country, doing a good business in 





A new window trim 


a minimum space. 
idea is introduced in the photograph 


shown above—a_ decorative balcony 
from the under side of which hangs an 
ornamental lighting fixture which con- 
centrates attention on the merchandise. 
Shallow alcoves on each side of the bal- 
cony serve to break the monotony of 
the wall surface. 








E. C. Wolfram Dead 


WATERTOWN, 
Wolfram of this city, who died recent- 
ly, was president of four shoe manu- 
facturing companies in Wisconsin. He 
was head of the Wolfram Shoe Co. of 
this city, the Badger State Shoe Co., 
Madison, the Waterloo Shoe Co., 
Waterloo, and the Lake Mills Shoe Co. 
Lake Mills. He was also president of 
the R. W. Motor Sales Co., at Janes- 
ville, Wis., and he had recently or- 
ganized the Wolfram-Roach Motor Co., 
at Beloit, and he was also president of 
the Harry J. Krier Co. Mr. Wolfram 
came to Watertown from Galena, IIl., 
to take the superintendent’s position 
in the M. D. Wells Shoe Co. The Wol- 
from Shoe Co. was organized in 1911, 
and in 1917, it purchased the Badger 
Shoe Co., at Madison. The com- 
pany at Lake Mills was organized in 
io and the Waterloo company in 





Haverhill Companies 
Will Show at St. Louis 


HAVERHILL, Mass.-—Style show in- 
terest is beginning to be aroused among 
local manufacturers and several pro- 
ducers have announced their intention 
of being in the St. Louis market during 
the St. Louis style show in late De- 
cember. The Chicago market will also 
see a large local delegation in January 
when the N.S.R.A. convenes at the 
Hotel Stevens. The Boston shows, too, 

ve been successful in lining up a 
large number of local exhibitors, not- 
ably those serving the wholesale trade. 





Wis.— Edward C. ' 





Good Gains Reported 
by St. Louis Houses 


St. Louis, Mo.—Gains and increases 
are becoming habitual along Washing- 
ton Avenue, the “sole” street of St. 
Louis. With the winding up of Oc- 
tober also comes the ending of the 
fiscal year of one of the largest houses. 
Reports from this concern indicate an 
excellent financial statement will be 
made. They have shown a large gain 
in October, figures not being available 
at the time of this article. Profits, 
also, in this firm, will be big, it is re- 
ported on reliable authority. 

This atmosphere permeates prac- 
tically all houses and manufacturers 
and the St. Louis shoe industry will re- 
port one of the healthiest years in a 
long time. 

The report on general business con- 
ditions in the Eighth Federal Reserve 
Bank District just issued, has the fol- 
lowing to say regarding the shoe in- 
dustry in this section: 

“September sales of the 5 reporting 
interests were 0.6 per cent larger than 
for the same month in 1026, and 1.1 
per cent below the August total this 
year. Stocks on Oct. 1 were 7.8 per 
cent smaller than a month earlier and 
3.5 per cent below those on Oct, 1, 
1926. Business in all sections of the 
industry is reported holding well with 
early October orders indicating a con- 
tinuance of the gains of recent months. 
Production decreased slightly com- 
pared with preceding thirty days, but 
still at higher levels than in any re- 
cent year. The trend of prices of 
finished goods is still upward.” 









WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
$27.00 per doz. 





and Up 
Catalog 
sont on 
request 















Men's All Leather House Slippers 


Heel. 

Send for samples. 

ROTH & ROSENBERG SHOE OO. 
124 N. Srd St., Philadelphia 





Vf the Better Grade 
For the Better Trade 











REGISTERED 





WHERE TO BUY 
Children’s Shoes 











ae ELAM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 














WHERE TO BUY 


Heel Protectors 





7-7" 





A PROFIT MAKER 
to retail at 
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WHERE TO BUY 


Shoe Ornaments 


Join the Red Cross 


5,000,000 members in the ‘November Roll Call is the goal of 
the American National Red Cross this year. Compared with the 
enormous membership of war days this does not seem tremendous 
nor does it seem a large percentage of the total population of 
E the United States. However, the fact is that it is an increase of 
i almost 2,000,000 over the figure for the past year. Naturally the 
T 


V<——_— VEITH——>- V 

£ CUT STEEL— 
IMITATION STEEL 
expenses of the Red Cross are not expected to be as large in 
peace times—and quite naturally public interest and response is 
less. However, during its fiscal year ending last July the Red 
Cross found that it had spent from its own funds on disaster 
a relief alone $1,167,000 not including the large special funds raised 
for Florida and the Mississippi Valley which were, in accordance 


WHERE TO BUY with Red Cross regulations spent upon relief and rehabilitation 
i 


in the areas for which they were raised. This million dollars and 
Ballet Slippers 


& H. VEITH, INC. 
Mm —Importers— 
9-11 East 38th, New York 








more of actual Red Cross money served 95 disasters, (75 domestic 
and 20 foreign) and gave relief in 25 of our States and 16 foreign 
countries. 

Naturally such expenditure as this rapidly wipes out the reserve 
fund which is so absolutely necessary for the Red Cross if it is 
to act quickly and efficiently in all cases and without public 
appeal in minor disasters. 

The primary source of income for the national organization 
is from membership fees secured annually by the chapters, 50c 
of each membership of whatever class going to Washington. 





‘BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
B102 Bik. Glazed Kid, Soft Toe 


Chiid’s 6 te ti—$1.35 

Misses tty te 2— 1.40 

Women’s i te 8— 1.45 
Alse Hard Tees 


SCHWARTZ & HERDER, Inc. 
bpecialists in Ballet Manufacture 
No. 1ith St., Philadelphia, Pa. 














HAND TURNED, BLACK KID 
BALLET SLIPPERS 

In STOCK 

Womens, $1.35; 


U. S. Factories Praised 
MILWAUKEE, Wis.—Theodore Roeder, 


Lynn Factories Await 


Re | 
Send. for Mail orders prompt- 


Samples. : ly_ attended to 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 














In Stock Black Bal- 
let Slippers 


BLOG SHOE CO., INC. 
147 Duane &t., 
New York, N. Y. 








BROOKS’ BALLETS 


Made on Right and Left Lasts. 


No. 600—Black Kid cas sme 
$1.40 $1.35 
White Kid—80c, 
Coast Prices Slightly 
co. 


BROOKS SHOE MFG, 
725 Ne. Gth St. 


IN 
STOCK 


Ww 
$1.45 








‘e. 
Leos Angeles—1162 So. Hill St. 








New Style Development 


LYNN, Mass.—Production has eased 
off here. Style development awaits the 
judgments of the New York conference. 
A score and more Lynners attended 
this event. Prices are firm. Sole leather 
is ten or eleven cents higher than the 
low point of the year. 

Shoes are averaging a size longer, 
according to Frank Shirley, manager 
of the Gardiner of Lynn factory of the 
United Last Co. 

Gain of orthopedic lasts is the lead- 
ing feature of the year, according to 
the same authority. Bottoms of these 
lasts are contoured to fit the sole of the 
foot, especially at the heel seat, and the 
inner and outer ball toe joints. 

New patterns reveal “tricky” straps 
that look intricate, but are really easy 
to make; also fancy collars, such as the 
asymmetric collar, and contrast pipings. 

Business in slippers, of the home 
styles, is better than was expected. L. 
B. Evans Sons Co. has a very good 
business in men’s house slippers. The 
radio influence is at work. Production 
of slippers for the entire country is 
8,500,000 pairs ahead of last year. 


Spalsbury Home Destroyed 


St. Louts, Mo.—Fire destroyed the 
new. home of Charles B. Spalsbury, 
vice-president of the Johnson, Stephens 
& Shinkle Shoe Co., Monday morning, 
Oct. 31, at 2 a.m. in St. Louis County. 

The loss, estimated at $140,000, was 
fully insured, oo pe ee On Spalsbury. 
The building had just nm completed 
at a cost of more than $100,000 and oc- 
oun Mr. and Mrs. Spalsbury since 

pt. 1. 





shoe manufacturer of Erfurt, Germany, 
who was in Milwaukee recently, gave 
his reason for visiting the city because 
it is one of the world’s shoe manufac- 
turing centers. He said that the size 
of the factories in this country aston- 
ished him and he wanted to know how 
American shoe manufacturers could 
get eight to nine pairs of shoes every 
hour from a worker, while in Germany 
it is only possible to get but two or 
three. He said it must be the depart- 
mental system and the wonderful me- 
chanical facilities that the American 
factories possess. 


Lewis with Printing Co. 
St. Louis, Mo.—G. M. Lewis, for the 


past five years with the advertising de- 


partment of Brown Shoe Company in 
charge of catalog compilation, has be- 
come associated with the Hart Printing 
Company. Mr. Lewis will do special 
service and sales work for the firm. 


6 6 8 6 6 hh A PS 


WHERE TO BUY 


Store. Fixtures 
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STEADY VOLUME 


steady and ever increasing volume of 


VULCO-UNITT BOX TOES, ove 


bi Cone thing 
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Nothing succeeds like success—says the old saw, 
and that 


TRADE MARK REG. 


are successful is demonstrated by the tremendous sales that 
they have enjoyed. This financial success, of course, is due 
Se asthe ap teas em ak ee directly to their being the most practical, efficient 
Se a emeeteil dedkans dueiiee and economical appliance for correcting foot dis- 
the country who are using ARCH- orders, preventing serious arch troubles and the 
LETS as a means of converting relief of tired, aching feet ever per- 


every stock pair of shoes into arch fected, and they retail for only 
corrective shoes, thereby making 


two sales and still cutting their 


stock and overhead in half. $2. mn 


Write today for the liberal dealers proposition and FREE SAMPLES 
of the most successful foot-comfort appliance on the market. The 
size of shoe worn is all that is necessary for a perfect fit. 


The ANKLARCH Co. “tesineron ti 
y Incorporated , 





1 
SUCCEED WITH ARCHLETS 

















‘ 





























FRENCH MULES AND D’ORSAYS AT XMAS 
ARE UNFAILING PROFIT-MAKERS 


Golo imports comprise 
the finest creations 
from abroad 


We -have the largest 
assemblage of novelties 
in slippers under one 






Chanteclair—the feathered 
mules, so much in vogue 
now. Carried in-stock in 
many styles and variations 
of colors. 


. Mules of suede with over- 
lays of mesh; or of the fin 
French kid, in all lead- 
ing colors; decorated an: 
trimmed as only Frenc) 
artisans finish their work. 











Imported mules of luxuri- 
ous French brocade, deco- 
rated with fluffy ostrich 
poms. ~* 


You must see our Xm:s 
line. Pay us an early visi'. 















— 








129 Duane 82, New Yor GOLO SLIPPER COMPANY toss’ Reputic aise, Chics 
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OUTHFUL women 
—eager, dress-am- 
bitious women — ever 
on-the-hunt-for-some- 
thing-new women— 
here’s the finest trade 
you can attract to your store. age and all women frankly seek 
Forwhattheseopen-minded .,,_. youthful shoes and clothes. 
illusion of slenderness to the ; 
women buy from you today, Indeed the slender lines of 
. foot that wears them. In every : 

the rest of your city, or town Sins. Ant sone dee alain Dorothy Dodd shoes will 
will seek tomorrow. ; 7 build sales for you! And 
And it is to just this market also vital to you is the fore- 
that Dorothy Dodd shoes knowledge that the workman- 
make their strongest appeal. ship, fine fit and long wear of 


For here are shoes—ingeni- — 74;, potent ieather model well illustrates Dorerey  LOrothy Doddshoes will keep 
° . Dodd’ J li . Shield 1 beads. ° : 
ously fabricated to give the odd's genius for slimness. Shield of steel beads. every single pair sold for you. 















Dorothy Dodd shoes 
make slenderness their 
goal. This slenderness 
is tremendously im- 
portant today — when 
no woman gives in to 
























To help you meet your customers’ 
demands, these ooze oxfords use an 
effective garter snake trim. 


With slender heel and tapered toe 
this satin pump does its bit to get 
volume for you. 



















DOROTHY DODD SHOE COMPANY, JAMAICA PLAIN, BOSTON, MASS. 
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Otherwise 


ALL DISPLAY SPACE 
Five 





OTHERS 
Ze per word. Minimum Charge $1.25 
dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


are Soe On rate’ a Ge Sos nd Gee Senet, 27 Gent Snes, Beton, 
Monday of the week of publication in order that advertisements be 
insertion will following 


be put over to the 





week’s issue. 


Boston, Mass., on 
published same week. 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Salesmen Wanted 


for two grip line of nationally advertised, 
popularly priced MEN’S AND BOYS’ 
MEDIUM PRICED DRESS WELTS, in- 
cluding ten Arch Support numbers of in- 
comparable value. In-stock and commis- 
sion proposition. New Spring line ready 
in three weeks. Following territories 
open : Alabama, Connecticut, Rhode 
Island, North and South Dakota, North 
Georgia, Idaho, Illinois, Iowa, Kansas, 
Maryland, Delaware, Massachusetts, Mich- 
igan, North Missouri, Nevada, New Jersey, 
Ohio, Oregon and Virginia. Address 
D-146, care Boot and Shoe Re- 
ecorder, 207 South St., Boston, 
Mass. 











MANUFACTURER offers unusual opportunity 
to experienced salesmen in Chicago, Cleve- 
land, Detroit, Philadelphia and New York State 
to carry fine line of medium priced women’s 
welts made on genuine combination lasts and 
carried in stock from A to EEE. Address 
D-149, care Boot ane Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMAN WANTED to sell the output of 
a factory manufacturing women’s McKay 
novelty shoes, to jobbers, chain and department 
stores. Must be an experienced salesman with 
a good following and must furnish good refer- 
ences. Strictly commission basis. Address 
D-136, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


SALESMEN 


We have openings for resident salesmen 
on salary and commission basis in Boston, 
Chicago, Detroit, New York and Phila- 
delphia. Only those with an established 
trade and previous experience in selling 
foot-comfort and appliances need apply. 
Where qualifications warrant, an interview 
will be arranged. Give full particulars 
in first letter, including references. See 
our ad on page 74. 

The ANKLARCH CO. 

Incorporated 
Lexington, Kentucky 








We are increasing our sales force and 
have several opportunities to offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line in some territories. Write full 
details in first letter. 


Goodwill Shoes 


‘For Hard Service and LonoWear 
‘ . Oo 














ANTED—Salesmen with established trade 

to sell fast moving line of women’s novelty 
McKays, priced at $3.35 to $4.50 in Iowa, 
Louisiana, Colorado, Minnesota, Mississippi, 
Nebraska and Wisconsin. Money making propo 
sition for the right man. SHU-STILES, INC., 
1330 Washington Ave., St. Louis, Mo. 





SALESMAN WANTED for the central and 
eastern section of Pennsylvania, carrying a 
gy age jobbing line and also want a 

as a Side line for Baltimore, 
Washington c* Norfolk, a special line of arch 
sup Prefer a man living on the territory 
wit woke established and automobile. Address 
D-138, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





gu. a salesmen wanted to carry an un- 
value in waterproof children’s legging. 

It —, one of the most famous trade marks 
in United States. In making application, state 
Shoe, Recorder — Address D-139, care Boot and 
239 W. 39th St., New York, 





RESIDENT salesman for New <York State, 
outside the Greater New York and Buffalo 
territories, a IN STOCK line of boys’ and 
men’s popular priced Goodvear welts. Six per 
cent straight commission. Old established manu- 
facturer. May be carried as side line. Address 
D-142, care Boot and Shoe Recorder, 207 South 
St, Mass. 


WANTED—Salesmen with established trade 
to represent us in Michigan, Minnesota, 
Colorado, Mississippi and Ohio. We have the 
largest and fastest selling line of women’s 
novelty shoes in the country, selling at one 
price of only $2.85. Liberal commissions and 





wonderful p ition to men of proven ability. 
SPECIAL SHOE COMPANY, 1332 Washing- 
ton Ave., St. Louis, Mo. 

ANTED: Four salesmen for a Nationally 


known house slipper line, including satins 
and leather D’Orsays, mules and turns, and the 
snappiest and most complete line of Felts in 
leather and soft soles. erritories: North and 
South Dakota, Nebraska and Colorado; Georgia 
and Alabama; ‘Indiana, Michigan and Wisconsin. 
Men traveling with auto preferred. Samples 
ready January ist. Give all details in first 





letter. Address D-144, care Boot and Shoe 
Recorder, 70 Exchange St., Rochester, New 
York. 

ESIDENT salesmen for Chin. so West 


Infants’, children’ s, misses’ and 
turns and welts. First class 
Address D-147, care Boot 
207 South St., Boston, 


and South. 
growing girls’ 
references essential. 
and Shoe Recorder, 
Mass. 


N. ationally Known 
Manufacturer 


of Men’s shoes to retail a: 
$7.50, desires experienced suc 
cessful salesmen with whole 
sale shoe record. Quick action 
necessary. Several territoric 
available. Address D-125, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














LINE WANTED 


LINE , WANTED — Women’s novelties and 
Men’s Shoes from $2.25 to $3.00 for Georgia 





and Florida. Three years in this territory 

— on good accounts, at present en- 

plove and ss to make a change. Acidress 
USTLER, P. O. Box 827, Atlanta, Ga. 





EXPERIENCED SALESMAN 
WANTS LINE 


Young man, 38 years of age, with 16 years of 
experience in selling shoes to the retail, wholesale, 


chain store and mail order trade is seek a 
position merchandising shoes for a manufacturer 
or 4 chain+ store operator. Can furnish od 


references as to my ability and personal character. 
Address D-143, care Boot and Shoe Re r, 
207 South St., Boston, Mass. a 














FOR SALE 





BY communicating with C. E. BAGWELL, 
care of Keplers Shoe Store, Peoria, [!linois, 
you may obtain information of importance 


concerning one of Illinois’ most outstanding and 
valuable shoe stores. 


SICKNESS necessitates the selling of my shoe 
business established forty years in same 
location. Large family store, selling nationally 
advertised ny AR lines only; new front and 
fixtures. Lon rent $250.00. Scventy 
thousand Pee Bangg me Sunnaily. Fifty miles from 
New York; growing town. A store that has 
the good will of its community, operated nder 
up-to-date methods. An opportunity recocnized 
as unusual by any thorough A-} shoe man. 
Address D-134, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


FOR RENT 














OR RENT in women’s high grade depar'ment 
store a space about 28’ by 50’ for tli: sale 
of women’s medium and er grade s/0es. 


Location is the best in the city. St the 
finest in the state. Unusual opportunit ra 


go-getter to make real money. Immedia: pos 
session if desired. _MUHLFELDER’ 20 
Third St., Troy, N. Y. 
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POSITION WANTED 


POSITION WANTED 


MERCHANT NEEDS 















broader field. 


Salesimen. 


enough to have good judgment. 
happy faculty of getting results. 


Chiczgo, Ill. 











Available Soon 
SEASONED SALES EXECUTIVE 


Successful Salesman—Sales Manager of large force and trained executive. seeks 


As Sales Manager where increased business is imperative—or as 
Salesman where large deals are involved. _ ay ha 
He has an unusual perspective on Sales Promotion, Advertising and training 


At 38 he is young enough to have adaptability and enthusiasm, yet experienced 
Has a record of definite accomplishment and the 


For interview address D-137, care Boot and Shoe Recorder, 189 W. Madison St., 


















ALESMAN with excellent following among 
SA he beiter retailers in eastern Pennsylvania, 
desires connection with reputable manufacturer 
of women's novelty shoes to retail $4 to $6, 
thoroughly experienced and capable of selling 
volume, will furnish best of references. Address 
S. WEIS ERGER, 95 First Ave., Kingston, Pa. 











HE Capital City Corporation has liquidated 

and MEL PRESCOTT wants a position 
either as style and quality man in factory or 
salesman on the road. Well acquainted with 
jobbing and retail trade. Address D-150, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 








HOE MERCHANT—Sold my store. Would 
like to represent live manufacturer or jobber 
in and around Cleveland. Have auto. Refer- 
ences. Address D-148, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


HAT manufacturer would be interested in 

a man that is thoroughly familiar with the 
trade in New York City and vicinity, havin 
covered the ‘territory for ten years? Woul 
like to hear from one having a live in-stock 
proposition. Can give Al references for past 
sales records. Address D-145, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











SHOE cutter, designer and model cutter. 
Twenty years’ of experience. Willing to go 
out-of-town. Address D-141, care Boot and 
a Recorder, 239 W. 39th St., New York, 





Designing and 
to perfection. Long years 
illing to go out-of-town. Ad- 

-140, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





CUTTING room foreman. 
model cuttin; 

of experience. 
dress 





EXPERIENCED manager, shoe buyer and 
window trimmer, seeks connection with 

dependable firm. Addres$ D-135, care Boot 

a a _ ecorder, 239 W. 39th St., New 
ork, N. Y. ; 








MERCHANT NEEDS 
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WANTED TO PURCHASE 








CASH PAID 


Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1443 











Sell Us Your Left Over 


New York Export Purcnuasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also 



















EVERY 
PNOWN TYPE 


CISPLAY FIXTURE 












Information for Shoe Merchants 

“Where to Buy” consti- 
tutes a source of knowledge 
so that he who runs through 
these pages may read—and 
learn. 






























—WINDOW 
DISPLAY FIXTURES 


| SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


_ARE BUSINESS GETTERS 




























Est. 1916 






























































THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating service. 



















N. Y.; Chicago, Ill.; Kansas City, Mo.; 


Los Angeles, Calif.; New York, N.Y.; 
Philadelphis,Ps.; St.Louis.Mo.; Pore- 
nd, Oregon; San Francisco, Calif, 
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MERCHANT NEEDS 

















Display Men Like Our Fixtures 





i for 





WINDOW DISPLAY FIXTURES 


[nano Sau 











a many SALES ARE MADE ON THE — 











Write on Your Letterhead 


The Oscar Onken Co. , cincinnati, O. 


No. 611 W. 4th Street 

















Suede Is Running Almost 
Neck and Neck with Patent 


CINCINNATI, OHIO—A sprinkling of 
everything is moving in local stores. 
Patent is reported best when taken in 
all grades, although suede runs it a 
close second in the $10 class and bests 
it in higher priced footwear. Pumps, 
straps and other light-weight patterns 
are continuing to move much better 
than oxfords and ties, which is at- 
tributed to extremely warm weather. 

A recent entree which is moving well 
is pencil blue, according to H. E. 
Morisse, manager of Itwin’s Shoe De- 

artment. Blue kid and suede com- 
inations and black patent suede com- 
binations are also very popular, Plain 
suede is very good, Mr. Morisse said, 
and lots of calls are coming in for 
novelty patterns of brocaded satin. 
Velvet is getting better daily, alligator 
sales are increasing rapidly and lizard 
is fair. Despite the fact that all these 
materials are moving well, Mr. Morisse 
says that it has had no effect on the 
sale of patent, which continues to keep 
up the pace it set several months ago. 

Patent, suede and satin are the three 
big movers in the $3.85 to $5.85 class, 
R. E. Young, shoe department manager 
of The Big Store Co., reports. In this 
grade of footwear, approximately 90 
per cent of the sales made during the 
past ten days have been on black, Mr. 
Young said. 

The Greater Shoe Co. is enjoying a 
very good business on black suede and 
black patent, according to Ben Urban, 
manager. Oxfords are expected to get 
better as colder weather comes on, Mr. 
Urban said, but at present only the 
lighter built patterns are moving, with 
pumps most popular. The Greater car- 
ries all heels in stock, but it is seldom 
that a sale is made on a shoe carrying 
other than Cuban. 

In the $6 grade, patent leads suede 
by a narrow margin, Chas. S. Byck, 
manager of The Chandler Boot Shop 
reported. Patent suede combinations 
are very good; black satin has im- 
proved; imitation alligator is moving 
well; silver and gold party slippers 
have made a wonderful start and brown 
kid is fair, Mr. Byck said. 


R. E. Roberts Dead 


BALTIMORE, Mp. (UTPS)—Richard 
E. Roberts, local manager of the Balti- 
more branch store of the Ground Grip- 
per Stores, Inc., of New York, a sub- 
sidiary of the Ground Gripper Shoe Co., 
of Boston, located at 307 North Charles 
Street, died suddenly last week. He is 
survived by his widow, who is danger- 
ously ill at Sinai Hospital, and a daugh- 
ter living in Waynesboro, Pa. Mr. and 
Mrs. Roberts made their home at 2124 
Maryland Avenue. 

Mr. Roberts, who was 50 years old, 
had been identified with the retail shoe 
field for a number of years,_the greater 
part of which he was connected with 
the Ground Gripper organization. 

‘Walter M. Felka, assistant to Mr. 
Roberts, has been promoted to the posi- 
tion of manager of the store. 


S. D. Smith Now with 


Rousmaniere- Williams Co. 


Boston—Samuel D. Smith, who for 
five years past has been the New Eng- 
land representative of Oscar-Scherer 
and Bro., has joined the Rousmaniere- 
Williams organization, with whom he 
was formerly identified for many years. 
Mr. Smith will have charge of black 
kid sales for the New England terri- 
tory. 


Hosiery Manufacturer Dies 


With regret we announce the death 
of Chas. J. Dohn, who for sixteen years 
has been superintendent of Cooper, 
Wells & Company, St. Joseph, Mich. 

Mr. Dohn was born in Columbus, 
Ohio, Jan. 19, 1866, and prior to 1911 
when he joined the Cooper-Wells organ- 
ization, he was connected with the Hol- 
ston Manufacturing Company of Lenoir 
City, Tenn. 

Mr. Dohn was exceptionally well 
versed in the manufacturing end of the 
hosiery industry. He is survived by 
his widow and one son. 
































and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263-27) LEXINGTON AVE, BRODKLYN. » 


AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPCs 








McLaughlin Abrozd 


CINCINNATI, OHIO (UTPS)-—Harty 
McLaughlin, president of the Potter 
Shoe Co., is spending the winte: months 








abroad. 
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Established 1894 


IN STOCK 


Patent Blucher with Dri-Sole 


Stock No. 
1201 Sizes 5-8 Spring Heel 


12025 Sizes 8%-11 Rubber Heel 
12035 Sizes 11%-2 Rubber Heel 


Also Tan, Gun Metal and Golden Elko 


TRUITT BROS., Inc. 
Binghamton, N. Y. 





Incorporated 1904 





— 


es ee oe eRe Oe ES SEBO HTH Oe HH He 
Featherweight Ice Creepers! 


Thoroughly practical. Easily 
attached and removed. They 
grip and hold securely. 


Made with woven strap and 
buckle. 


Size No. 3 for Men, Size No. 
2 for Ladies, Size No. 1 for 
Cuban Heels. 


Retail for 50 cents per pair. 
Dealer’s price $4.00 per dozen 
pair, 

Order from your jobber, or 
we will ship direct C.O.D. 


oe 


a" Money Maker! 


CHURCHILL MFG. CO., Inc. 


278 Thorndike St. Lowell, Mass. 
SH SSeS H ESE HOO STE FeSO SSeO He 
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Your Jobber 


should be able to supply you with 
Greeley Boudoirs—the well-known, sen- 
sible house slipper. Made of black or 
colored kid, with leather 
or rubber heels. If he 
cannot, write us direct. 


IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


Deliveries At Once 





BOUDOIRS IN STOCK 


An opportunity to realize on the tremen- 
dous popularity of 
DREAM BOUDOIRS 
They are made with an arch and over 
combination lasts. 
SIZES IN STOCK: AA-5%/8; A-5/7%; B-3/7; 
C.2%/8 


. 2000—Pat. Leather, Rose Lining. . $3.10 
. 2001—Black Satin, Rose Lining.... 3.10 
. 2050—Black Kid, Gold Lining.... 3.35 
. 2051—Red Kid, Gold Lining i 
. 2052—Blue Kid, Gold Lining..... 3.35 


Terms 5% 10 Days, net 30 


BRAUER BROS. SHOE.@. 


MANUFACTURERS 
ST. LOUIS, MO. 














NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife’s entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 
customer—increasing the latter’s confidence in his ability to 
sell the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 South Street, Besten 











ANKLETTES 


It takes only a minute to 
turn Pumps into _ stylish 
Ankle Strap patterns if you 
have Anklettes in stock. 
Furnished in 


Black Patent with 
Blonde Stitching 
Black Satin with 
Black Stitching 


Complete with loop for at- 
taching to pump. 


Per Dozen Pair 


Write for new Catalogue 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 














The Boot and Shoe Recorder 
Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe ‘merchants. The chief purpose of Tue Boor ann SHoe Reconpzr 

is to ‘help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


Loox To YouR FoorwEarR......... Appealing to Men ............ 41 
Adler Discovers “Shoe Shame.” 


Wuart Is THE FINEST CALF LEATHER? How to Tell Grades........... 44 


PLANNING ‘THE BuyING Bupcer.... For the Busy Merchant........ 45 


THE VOICE OF THE RECORDER...... Opinions of the Editor......... 46 


MERCHANTS MEET IN St. Louis.... During Pageant Week ........ 48 
Southwestern Convention. 


_.FLappers WANT WARM ANKLES... Exploiting New Boots ......... 49 


YoutH Is KEYNOTE FOR SPRING.... 
Sounded .at Styles Conference, 


O. P. I. (OTHER PEOPLE’s IDEAS)... 
What Others Are Doing. 


A Fire of New Ideas ,...++++++ 50 


By Harry R. Terhune ......... 52 


WuHo’s WHO ON THE ROAD......... 

ied of te ‘Travelers. By Helen M. Haney ........... 59 
SHOE MERCHANTS NEWS .......... About Retailers ....... —— 
SHOE MARKET NEWS..........--.. Among Manufacturers ..... ven 
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Next Week 


you will find 
in the 


Boot and Shoe 


Recorder 


HE first touch of winter! For 

weeks the trade has been looking 
forward to two events—the quar- 
terly styles conference as a help in 
settling many style problems; and 
the first touch of cold weather as a 
help in settling equally acute prob- 
lems of merchandising. Both have 
been and the first has gone. As this 
is written, however, the nearest ap- 
proach to winter we have had is still 
with us. What its effect has been on 
the retail trade of the country will 
be interestingly told in our leading 
feature article in the issue of 
Nov. 19. 


' 
ND here’s a man with a new 
angle on that hard-worked word 
“Service.” John R. Grigg of Mil- 
waukee sums it up in a few words 
when he says: “After all, you can 
render no better service than that 
given by your poorest salesmen. 
Service should begin at the top of 
the organization and run all the way 
through.” 


O say nothing of some mighty 

clever ideas for your Christmas 
advertising—two pages of them— 
all in the issue of Nov. 19. 
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HE shank of the shoe — like the chassis of an automo- 

bile —is its most vital part. To withstand the weight, 
friction, and severe strain to which it is subjected, a high 
carbon steel, well tempered and hardened, is necessary. 


YY al She Chassis of the Shoe 
“ EA 


The CRAWFORD ARCH SUPPORTING SHANK embodies the 
combination of rigidity and flexibility. It is a resilient 
steel brace built into the shoe. A truss, riveted to the 
under side of the shank, keeps it in its original curved 
shape. One end of the shank is slotted and fitted around 
a split rivet, so that it will slide back and forth as the 
weight of the body is applied and removed from the foot. 
In this way, the shank is always snug against the arch of 
the foot, yielding just enough, under pressure, to accom- 
modate the natural flattening of the arch. When the foot 
is raised, it springs back into its original position. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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